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A SHINE 
IN EVERY) 


BLACK SILK 
STOVE POLISH 


is different BLACK SILK STOVE POLISH does not dry out, rust through the can or freeze 
in any climate. It is good until used. BLACK SILK STOVE POLISH is always used for 
exhibition purposes, the stoves on your sample floor need but one good polishing with 


BLACK SILK STOVE POLISH and they will have a black, silky hard shine. 
“A SHINE IN EVERY DROP’’ 


BLACK SILK 
METAL POLISH 


BLACK SILK METAL POLISH used on brass, nickel, silverware, and tinware makes a 
brilliant and lasting lustre. It does not settle and get hard in bottom of cans; the last 
drop is as good as the first. Quick to shine. No acids or chalk are used in the making. 

A reliable polish to recommend to your customers for use on automobiles. 


“A SHINE IN EVERY DROP” 


BLACK SILK 
IRON ENAMEL 


BLACK SILK AIR DRYING IRON ENAMEL is unequaled for use on grates, fenders, 


register, stove pipes, gas stove bodies, or in fact wherever a brilliant and lasting 


ok sit STOVE POLISH WORKS | 


SO.WYNN propane TOR 


— TERLING 1b p —, 


enamel is desired. 


OUR REPUTATION as manufacturers of high grade polishes has been estab- 
lished for 25 years and our guarantee is that if you or your customers are not satisfied, 
price will be refunded. Investigate today and find out why the BLACK SILK line 


leads all others. 


WRITE TO YOUR JOBBER TODAY FOR FULL PARTICULARS. 


BLACK SILK STOVE POLISH WORKS 


STERLING, ILLINOIS 



































ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 52 and 53. 
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RINGEN STOVE CO. 


DIV.OF AMERICAN STOVE CO. 


ST. LOUIS,MO. — 








pee ARE EASY TO RE-WICK 
CHIMNEYS ARE PORCELAIN ENAMELED 


NO RUST - EASY TOCLEAN . 


RANK Steel Furnace 


ReGSiSTreRees 


Ac NK, Service afford the live 
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SAN FRANCISCO. CAL.|. 
715 INDIANA ST. |) 



















FRONT 


 TRAoOE MAME 





on the market today. 


The JFRONTRANE Steel Furnace is minimum trouble, because it gives con- 
simply and strongly built of tight- sumers the maximum service and satis- 
riveted steel; is easily cleaned; stays in faction. But besides furnishing an 
order; is durable and fool-proof. It A-1 Furnace. 

gives dealers the maximum profit and 


We Help FRONT RANE Dealers 


by furnishing them attractive window and 
counter cards, with ‘‘pep” and “punch” in them, 
calling attention to the FRONT RANK Steel Furnace. 
Wegive them store signs, that stir up trade. We furnish 
them cuts for their local news-paper advertising. Wegivethemallkinds 


of “‘dealer helps,” and above all, we are spending thousands of dollars in 
a National Advertising Campaign that will make the name of the 


Steel Furnace a household term from sea to sea. 








= === 


Don’t you want to join the FRONT RANE 


Club? Write us for particulars. 
Good bye! We're go- 


ftctton Haynes -Langenberg 
Manufacturing Co. 


Yi <* 4058 Forest Park Blvd. 
St. Louis, Mo. 
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Forty DOLLARS a ton for pig iron! Practically 
three times as much as was paid by stove and warm 
air heater manufacturers two years ago 
for one of the principal items of their 
raw material. And others have ad- 
vanced at even higher rates. Coke 
from $2.15 a ton to $7.50; black sheet 
steel from $1.70 to $5.50. 

Generally speaking and taking due regard to special 
conditions it is a fair statement that raw materials 
entering into the manufacture of stoves and warm air 
heaters are today fully 200 percent higher in price 
than in 1915. 

Comparing present prices of these raw materials 
with corresponding figures of four months ago, we 
find that pig iron has advanced $10.00 a ton, or 33% 
percent ; coke $2.00 a ton, or 45 percent; steel sheets 
one cent a pound, or 20 percent. 

These three items alone mean about ten percent 
increase in manufacturing cost of the finished product, 
and as labor, coal and other expense items have been 
advanced, it is absolutely certain that stoves and warm 
air heaters which are being manufactured now must 
cost the retailer more than those sold to him in Janu- 
ary—which, of course, in last analysis means that the 
retailer must again revise his selling prices upward. 

And no one who is at all conversant with the under- 
lying conditions can see any indications of reduction 
in cost of raw materials. On the contrary, there is 
every reason to expect further advances. 


Why Stoves 

and Warm 

Air Heaters 
Must Be 
Higher. 








Ir is A matter of congratulation that the men who 
are in the highest executive positions among organized 
labor are almost universally agreed upon 

No Strikes the necessity for avoiding strikes or 

During jockouts during the 
War. ockouts ¢ g war. 

An understanding was reached, for 
instance, between the Building Trades Council and 
the Building Construction Contractors’ Association, 
the two organizations in Chicago which represent re- 
spectively labor and employers, that the present agree- 
ment as to hours, wages, labor conditions, etc., should 
continue in force so long as the United States are at 
war. 

It is to be hoped that similar arrangements may be 
perfected in every one of the manufacturing and in- 
dustrial centers of the country, as well in the smaller 
Places, for it is of the utmost importance that there 
be not the slightest interruption in our activities— 


whether they be of industrial, commercial or financial 
character, 
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Incidentally we have cause to compliment the labor 
leaders and the men representing the employers for 
their patriotic attitude in this great crisis. With prac- 
tically no exceptions worthy of mention they have 
shown a full appreciation of the great responsibili- 
ties which rest upon their shoulders. 





FROM THE 1916 report of the Minnesota ‘ire Mar- 
shal, it is noted that the total number of fires during 
the year, of which his office had knowl- 


oo edge, was 2,962. 
sa 
Vice Out of this, 513 were due to careless- 


ness of some sort, such as using kero- 
sene to start fire in stoves or ranges, burning rublish, 
throwing burning matches, etc. 
“unknown” 
carelessness, at least to a large extent. 


562 fires were due to 
causes which is another expression for 


In other words, more than one third of all the tires 
in Minnesota during 1916 were caused by someone's 
indifference to the property rights of others or to his 
negligence of due precaution in his own interest. 

The 1916 report of the Ohio Fire Marshal shows 
1,578 fires out of a total of 6,042 which were due to 
carelessness of some sort, besides 622 of “unknown” 
origin—practically the same proportion. 

The losses due to known cases of carelessness in 
the two states 
in the two states—an average loss of $1,000.00 per 


amounted to over two million dollars 


fire known to have been caused by carelessness. 

Isn’t it about time that some definite means be taken 
to impress the careless person with the fact that just 
“being sorry that the fire happened” won’t make up 
the loss? 

Carelessness is a vice—just as lying or stealing— 
and some people cannot be induced to stop stealing or 
lying except by knowing that punishment of a specified 
form is bound to follow. 








Isn’r about time that we stop worrying about 
the monopoly bogey ? 


Isn’t it about time for sensible busi- 


The Bogey ness men to realize that the only way in 
of ° ha ; 
which real progress, real efficiency, real 

Monopoly. 


stability of our commercial, financial, 
industrial life in the United States can be accom- 


plished is by allowing business men to cooperate— 


under proper supervision by some Governmental 
agency ? 
The so-called Sherman Anti-Trust Law has been 


worse than a dead letter because wherever it has been 


enforced it has utterly failed in stopping monopoly. 
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But the most injurious effect it has had is in the 
fact that under the operation of this law some of the 
worst methods of merchandising have been allowed to 
come into use, by which legitimate enterprises have 
been destroyed and both manufacturers and dis- 
tributors have been forced out of business because 
they could not afford to sell certain lines on the 
basis of less-than-cost, as for instance in the case of 
many trademarked items of merchandise on which 
the manufacturers had spent years of effort in estab- 
lishing a favorable reputation—simply because cer- 
tain kinds of stores under the Sherman Law were 
able to offer these items at any price they saw fit. 

The same “reason” given in every case that has 
been tried for the purpose of enforcing contracts 
regulating re-sale prices, is that such a course estab- 
lishes an illegal monopoly—when as a matter of fact 
there could be no monopoly because of the natural 
competition on intrinsic value. 

Take, for example, a hammer bearing a_ well 
known trademark. It weighs one pound. It is well 
made and will give good satisfaction. It is so guar- 
anteed by the manufacturer. It is advertised by the 
manufacturer to retail at, say $1.25. 

3ut besides this one manufacturer there are quite 
a number who make hammers of equal merit and at 
about the same cost, to retail at about the same price 
and the price to the consumer must and is governed 
by the intrinsic value as regarded by the consumer. 

How, then, could the first manufacturer establish a 
“monopoly” which would in any way be injurious to 
the general public? 

But the Sherman Law says that such an arrange- 
ment as the resale contract is in the nature of mo- 
nopoly and, therefore, illegal—with the result that cut 
rate stores deliberately defraud the public by induc- 
ing the belief that all their merchandise is sold on the 
same basis of lower than the “regular” price, although 
in actual practice these stores sell large quantities of 
unidentified or private brand stuff at prices greatly in 
excess of the real value. 

Isn’t it about time that we stop “biting off our 
noses to spite our faces”? 

The Sherman Law should be repealed and some 
law enacted which will make it possible for a manu- 
facturer to establish a reputation for his product 
without having it used as a catspaw for unprincipled 
“cut rate artists.” 








THERE ARE those who in their desire to be of service 

to others are hindered by a lack of comprehension of 

what is truly essential in this crisis into 

Going which we have just entered. They ap- 

Pressel pear to think that by hoarding instead of 

spending our money, we shall be in bet- 

ter position to stand the heavy demands which the war 
will place upon all of us. 

They have the mistaken idea that money kept out of 
circulation will be a safeguard against money strin- 
gency—when the facts are just the opposite. 

It has been suggested, for example, that house own- 
ers who had intended to paint their houses or to have 
other improvements made, put them off and keep the 
money in the bank. 
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What more foolish advice could there possibly be? 
Would anything be more likely to create hardship 
among the wage earners—by far the largest portion 
of our population—than such propositions as this one ° 

On the other hand, isn’t there every reason why we 
—all of us—should make every possible effort to keep 
conditions as nearly normal as they can be under the 
present conditions ? 

W. S. Lucas, President of the Commerce Trust 
Company, Kansas City, Missouri, in a recent statement 
puts the matter up to the people of that city and 
neighboring states in the following very pointed and 


excellent manner: 


The war presents, to the people of the Middle West and 
Southwest, the question of how they are to give their utmost 
ine National service. 

First of all, this part of the country will respond loyally 
to the President’s call by supplying its full quota of men for 
military service. There are other important tasks. This vast 
producing region of the United States will have to furnish a 
large share of the bread and meat and other commodities, 
which will be needed in enormous quantities. Jt is this stupen- 
dous industrial assignment which will give to the civilian pop- 
ulation an opportunity to perform national service of the high- 
est type. To help meet the national emergency, this territory 
must supply, to the maximum of its capacity, the products of 
its soil, its forests, its oil fields, its mines, its manufactories, 
its general commerce. 

To that end, all business must go on, along sane, stable, 
normal lines and with increased volume! War will make more 
sweeping demands on our resources. There must, therefore, 
be a larger bulk of business. In order to bring about this 
commercial expansion, there must be greater effort on the part 
of every individual. Only through stimulated individual en- 
deavor by everybody, can come the increased production which 
must be achieved. 

The business men of Kansas City, without pause or even 
thought of retrenchment, have committed themselves to this 
calm, forward mode of commercial procedure. Confident that 
the demands upon Kansas City’s industrial resources will be 
greater than ever before, they are— 

Going ahead on an ever-broadening scale, with banking, 
with investments, with credits. 

Going ahead with manufacturing, with wholesale and re- 
tail buying and selling, with advertising. 

Going ahead in supporting the Nation-wide program for 
increasing farm production. 

Going ahead with the campaign to bring more factories to 
Kansas City. 

Going ahead with new business building projects and real 
estate operations, involving millions of dollars to be spent for 
material and labor. 

Going ahead with home building and residence district de- 
velopment. 

Going ahead with extensive municipal improvements. 

Going ahead with public utility extensions. 

Going ahead with the $100,000 pageant-drama and fall fes- 
tival plan; and the Chamber of Commerce $25,000 campaign 
to bring more conventions to Kansas City. 

Going ahead with educational, social and recreational 
activities 

Business Will Go On! In No Other Way Can We Do 
Our Full National Duty! 








THE CHARACTER of the trading stamp business is 
described in a very definite but not very flattering 
Tradi way in a decision rendered by the 
rading é : ; 
Stamps Not United States Supreme Court, in which 
Legitimate the claim of the trading stamp com- 
Form of panies that these tokens were a legiti- 
Advertising. mate form of advertising was denied in 
the following language, the decision being delivered by 


Justice McKenna: 

Advertising is merely identification and description, ap- 
prising of quality and place. It has no other object than to 
draw attention to the article to be sold, and the acquisition 
of the article to be sold constitutes the only inducement: to 
its purchase. The matter is simple, single in purpose an 
motive; its consequences are well defined, there being nothing 
ulterior; it is the practice of old and familiar transactions 
and has sufficed for their success. 

The schemes of complainants (the trading stamp com- 
panies) have no such directness and effect. They rely upom 
something else than the article sold. They tempt by a prom- 
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ise of a value greater than that article and apparently not 


represented in its price, and it hence may be thought that 
thus by an appeal to cupidity lure to improvidence. This 
may not be called in an exact sense a lottery, may not be 
called gaming; it may, however, be considered as having the 
seduction and evil of such. 


The highest court of the United States has thus put 
into legal phrases the well founded opinion which has 
long been held by those who have given this matter 
any real consideration—that trading stamps are.not a 
legitimate means of advertising, are not efficient in 
trade stimulation and maintenance; are. not in any 
sense a profitable investment for the merchant who 
buys them. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








“There is nothing like being sure before you speak,” 
says J. T. Skelly, of the Hercules Powder Company, 
“but this ‘being on the safe side’ proposition is some- 
times carried a little to the extreme, as for instance 
in the case of the two lawyers who were on the op- 
posing sides in a law suit: 

“Counsel for one side objected to a person whose 
name was on the court’s register for some purpose or 
other, on the ground that he was dead. The counsel 
on the other side declined to accept the assurance and 
demanded conclusive testimony on the point. 

“Whereupon counsel for the other side arose and 
gave corroborative evidence as to the decease of the 
man in question. 

“But, sir, how do you know the man’s dead?’ de- 
manded opposing counsel. 

““Well,’ was the reply. 
difficult to prove.’ 

“*As I suspected. You don’t know whether he’s 
dead or not.’ 

“*No. But I do know this—they buried him about 
a month ago on suspicion!’ ” 

ees 

John J. Schneider, President of the Buffalo Sled 
Company, likes boys, as one would easily know from 
the business in which he is engaged. 

One day John saw a little fellow on the street in 
his neighborhood and asked him what his name was. 
The urchin replied saucily, “Same as Pa’s.” 

“Of course, I know that,” said John, “but what 
does your mother say when she calls you for dinner?” 

“She don’t never have to call me for dinner. | 
always gits there first.” 

a. 


‘I don’t know. It’s very 


“Tf I were asked to give advice to a group of young 
folks who wanted to get ahead in business,” said a 
successful old man to me the other day, “I would 
simply say: Make friends. \As I sat here before the 
fire the other night, I let my mind run back, and it 
was with surprise that I learn that many of the things 
which in my youth I credited to my ability as a busi- 
ness man, came to me because I had made influential - 
friends who did things for me because they liked me. 
The man who is right, has the right kind of friends, 
and the man who is wrong has the kind of friends 


hi are attracted by his wrongness. A man gets what 
e is.” 
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“Some men are inclined to boast a little,” said Joe 
Hottel, of the Delta File Works, Philadelphia, to a 
group of “Old Guards” just after they had elected 
him President of that fine organization of hardware 
salesmen, “but I am inclined to give the honors for 
clever boasting to one acquaintance of mine, for he is 
in the habit of ‘exaggerating’ in a very unusual way. 

“For example, after a beggar has ‘touched’ him for 
a nickel, he will tell you that he has just been giving a 
little dinner to an acquaintance of his.” 

oe 2 


My good friend Orison Swet Marden, who writes 
some very excellent little sermons for newspaper read- 
ers, frequently has something to say that applies par- 
ticularly to the man of business. 


What do you think of this, for instance? 


“It is a strange paradox of human nature that many 
of us cherish a weakness as a virtue, and never dream 
that it is hurting us or holding us back from the goal 
we are trying to reach. We struggle hard to succeed, 
while all the time doing things that drive success away 
from us.” 

*K * * 


Some of us, I am afraid, are prone to think much 
of our “strength of mind.” and to think that it indi- 
cates a weakness on our part to give in to others, while 
strength of character, in our opinion, is shown by hold- 
ing out and making others give in. 

As a matter of fact, this imagined strength of mind, 
or of character, is very often nothing more or less 
than mere stubbornness; it is just as far removed from 
the real principle of sound character construction as 
there is difference between a mule and a truly great 
man. 

*k * ** 


“Lute” Frazer who represents the Disston interests 
in California, with headquarters at Oakland, was un- 
questionably very homesick for his many friends 
among The Old Guard when that famous organiza- 
tion held its Annual Banquet at Houston, Texas, re- 
cently, for he sent the following verses to Fred M. 
Huggins, Master of Ceremonies of the entertainment 
features of the great Hardware Conventions in that 
city : 

Lonesome, 
[ am out in California 
Where the gentle zephyrs blow, 
Where the pretty golden poppies 
And the bright poinsettias grow. 
Every pathway’s strewn with flowers 
And with orange blossoms, too. 
Still, I’m lonesome, ves, lonely— 
Longing for home and for you. 


Here the sun is always shining 
And the climate mild and rare, 
And the sound of pretty song birds 
Floats upon the perfumed air. 
People here, like happy children, 
Fill the land with life and mirth, 
Truly, beauteous California 

Is the grandest spot on earth. 


You would think I should be happy 
’Mid environment so rare, 

But I’m longing for my home town 
And I’m wishing to be there. 
Friends have given royal welcome, 
Shown me sights my heart to bind, 
Still I’m lonesome, and I’m longing 
For the dear ones left behind. 
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UP TO THE MINUTE 
NEWS SIFTINGS 











WELL ARRANGED PROGRAM FOR ANNUAL The manufacturers state that not only is this range 


CONVENTION OF STOVE 
MANUFACTURERS. 


The following well balanced and interesting pro- 
gram has been prepared for the Annua] Convention of 
the National Association of Stove Manufacturers 
which is to be held May 9 and 10 at the Congress 


Hotel, Chicago: 

Wednesday Morning—10:30 o’clock. 

1. Calling Meeting to Order, 

Roll Call. 

Reading Minutes of Previous Meeting. 

Election of New Members. 

Reports of Officers: 

President’s Address. 
Treasurer’s Report. 
Secretary’s Report. 

6. .Reports of Committees: 

EEXOCULIVE. 60010-6002 Charles A. Du Charme, Chairman 
National Association Classification.............. 

SR Se at ee tg ahs oe John J. Fisher, Chairman 
Design Registration....George H. Barbour, Chairman 
Pc ntheacisceehsepecn nick D. F. Printz, Chairman 
National Chamber of Commerce................ 

James A. Lansing, Councillor and Chairman 

of Tariff Committee. 

National Stove Advertising..A. W. Walker, Chairman 

Communications. 

Wednesday Afternoon—2 o’clock. 

Address—Edward N. Hurley, former Chairman of Fed- 
eral Trade Commission. 

Discussion—“The Enamel Stove and Its Future,” led by 
George D. Wilkinson, Cribben & Sexton Company, 
and Lee W. Van Cleave, Buck’s Stove & Range Com- 
pany. 


LY 


ore gor 


oq 


Thursday Merning—10:30 o’clock. 
Electric Stoves—Address by George Hughes, Hughes 
Electric Heating Company. 
Discussion by Members. 
Alteration of Cost Manual, by F. J. Stephenson, Secre- 
tary and Cost Expert. 
Our Association—Its Future, Its Prospects, by A. D. 
Sperry, Rock Island Stove Company. 
8. Welfare of the Association. 
9. Deceased Members. 
10. Unfinished Business. 
. New Business. 
12. Election of Officers. 


PENNSYLVANIA STOVE SALESMEN’S OUTING 
SET FOR JUNE 2. 





The Annual Outing of the Stove Salesmen’s Asso- 
ciation of Pennsylvania will be held on Saturday, 
June second, the place being the same Old Mohigan 
Club House, Morris Junction-on-the-Delaware, New 
Jersey, which has been the scene of the very success- 
ful outdoor gatherings of this fine organization for 
several years. 


2@-~> 
—— os 


WRITE FOR THIS CATALOG SHOWING 
NOVEL TYPE OF GAS RANGE. 





In the catalog of gas stoves and ranges manufac- 
tured by the A. T. Nye and Son Company, Marietta, 
Ohio, is shown the Bakmor Gas Range, a cooking 
appliance that is said to have gained the highest com- 
mendation of leading domestic science exponents. 





made to give great efficiency in baking, cooking and 
broiling, but that it is also of a very durable con- 
struction. The one piece top, extending the full 
width of the range, supports the ovens, obviating any 
possibility of sagging or breaking down; while the 
cast iron burner box plates aid in supporting the top 
and are said to effectively resist corrosion. A remark- 
able feature is the double oven construction which is 
said to differ from anything attempted along similar 
lines ; it effects a material saving in both gas and time, 
and enables the housewife to do an entire morning's 
work in the time heretofore required for one opera- 
tion. Full particulars of this novel range are given in 
the catalog of gas stoves and ranges, which will be 
sent upon request, by the A. T. Nye and Son Com- 
pany, Marietta, Ohio. 





~-~eoo 


COMPLETE LINE OF REINFORCED OVEN 
AND BROILER RACKS. 


Under their own patents, the Union Steel Products 
Company, Limited, Albion, Michigan, manufacture a 
wide line of reinforced oven and broiler racks, both in 
continuous wire and pressed steel ends or binders. 





Crescent Reinforced Oven Rack. 


The illustration herewith shows the Crescent Rack, 
built with a reinforcing wire through the center which 
is said to prevent warping and to keep a uniform 
mesh. According to the manufacturers, the construc- 
tion is such that after the wires are swedged into place, 
the top surfaces of the reinforcement and of the wire 
mesh are in exactly the same plane, which means that 
the rack has a very smooth top and also that the 
weight of the cooking, baking or broiling utensil is 
distributed evenly over all the wires. All the styles, 
finishes, sizes and gauges of the Union line, together 
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with full details of construction, are contained in the 
catalog which can be secured by addressing the Union 
Steel Products Company, Limited, Albion, Michigan. 





NEBRASKA HARDWARE DEALER GOES AFTER 
OIL STOVE BUSINESS. 


There are some people who will buy a kerosene, 
gasolene or vapor kitchen stove at this time of the 
year without urging, but their number is small and 
the wise dealer acts on the principle that the proper 
time to make hay is while the sun shines, so he tells 
the housewives in his trading territory about the 
great advantages—in the way of comfort, ease of 
operation, economy, etc.—of these modern cooking 
appliances, and the result is always that he secures 





A CLARK JEWEL 


DETROIT VAPOR 
Works Like City Gas 


High Speed Oil Burner, is fast and 
economical. The burner is cloge to 
the top and the flame strikes the 


bottom of the vessel. With this 
make of wick stove, the water boils 
quicker and it takes less oil to keep 
it boiling than with any other wick 
stove made. 

The'wick is self adjusting and does 
not have te be “‘set’’ as in All Other 
shortcbimney stoves. This, with less 
parts, and a cleaner burner, make 
it the Best Short Chimney Stove on 
the Market. 

The Clark Jewe) Oil Stove is finish- 
ed in an attractive Olive Green color; 
and has bsandsome glass tank with 
strong bail—easy to handle. The 
shelf underneath is bolted to the cast 
iron legs and is a convenient place 
for vessels. Oven front and cabinet 
tinished in same color as stove. 





Pick out: the oil stove best suited 
to your needs —we guarantee each of 
shese to be the best in the class of 
those using similar principle. 


Ask us about Detroit Water Heaters 
to attach. to your range boiler and 
give you bot. water in Summer when 
you are not using your furnace. We 
use one. 


The ‘‘Last /;Word”’ in oil stoves. 
Burns kerosene perfectly without a 
wick, asbestos rings, or anything of 
the sort. No generating—prime the 
burner and put on your cooking. 
Uses only one-half the amount of oil 
consumed by any wick stove—a big 
saving. Burners guaranteed for ten 
years—no wicks to buy~—your first 
cost 18 your last cost. Automatic 
locks—children ean’t turm. Even 
heat--good baker. Built-in ovens— 
economize space. , P 

The good points are so many.we 
cannot print them all. Come in and 
let us tell-them to you personally 
and show you what is Absolutely 
The Best Kerosene Stove Ever Built. 

A few satisfied users: — 

Mrs. Wm. Timm, Jr. 

Mrs. Claude Brown 

Mrs. L. W. Waldorf 


Bargains 


2New Perfection 3-burner stoves, 1 
Bon Ami 2-burner and 2 Bon Ami 
3-burner with top; all of last year’s 
pattern: at the old prices. First 
come, first served. 


Two Excellent Advertisements of Oi! Stoves In Store Paper of 
Waldorf’s, Incorporated, Western, Nebraska. 


the bulk of the sales in his locality, while the dealer 
who “waits for trade to come to him” is usually left 


with a stock on hand after 
If any one should ask him 


the buying season is over. 
how oil stoves are selling 


he will tell you that there is little or no demand for 
them, that they are hard to sell and that there is no 


money in the business, etc. 
Waldorf’s, Incorporated, 


Western, Nebraska, want 


to sell oil stoves because there is a good profit in 
them, and so they go after the business with vim and 


Vigor. 


In the current issue of their store paper, “Waldorf’s 


Cooperator,” they devote a 


whole page to advertising 


three brands, each one said by them to be the strongest 











AMERICAN ARTISAN AND HARDWARE RECORD . 19 







of its kind on the market. Two of the advertisements 
are shown in the accompanying illustration. 

Note the snappy, convincing descriptions. They 
serve to remind the housewife of all the troubles she 
has had with the coal or wood stove, by pointing out 
how easy it is to cook with a Clark Jewel or a De- 
troit Vapor stove. And then the “clincher” at the 
bottom, in the names of satisfied users. Nothing like 
telling a prospect that ‘““Mrs. So-and-so” has one of 
the new stoves, for it will strengthen her desire to 
get one for her own kitchen, and of course, “Mrs. 
So-and-so” likes to have her neighbors know that 
she is up-to-date and can afford to buy the latest 
and best. 

Here is another example of the progressive spirit 
which is evidenced in so many ways in the “Co- 
operator.” It has reference to the food situation and 
couples a statement about the high prices on canned 
goods with an appeal to the readers to make the best 
possible use of plots suitable for “garden truck” by 
cultivating them and raising the family’s own supply 
of vegetables: 

“With canned vegetables commanding high prices, 
and with prospects of even higher prices, everybody 
should put in all the garden possible; and not only 
have fresh vegetables all Summer, but can your own 
peas, corn, beans, tomatoes, etc. It can be done; and 
it will mean money to those who do it. 
lot in town and every unused corner of the farm 
yard should be planted to garden truck. Shortage is 
developing in some garden seeds; but we have a good 
supply. Get yours while there is opportunity. Don’t 
overlook the fact that we sell 5c packages at 2 for 5c.” 


very vacant 





OVEN THERMOMETERS MOUNT STEADILY 
IN PUBLIC FAVOR. 


When oven thermometers were first put on the 
market, many people believed that these devices were 
attached to the stove or range solely for the purpose 
of increasing the cost without imparting any benefits 
to the user. The public had little faith and little con- 
fidence in contrivances that were claimed to indicate 
the heat of the oven, and this belief persisted for 
Today, however, when science is applied 
in the 


years. 
everywhere to promote the utmost efficiency 
factory, the office, the home—the value and the util- 
ity of the oven thermometer is unquestioned. This 
device means essen- 
tially, properly-cooked 


food at minimum ex- 


AD 


5t <Rito, 
YO RERMO, eh. 

varentso “pg 
OCT .20°86 APR 787 


% pense, and for this rea- 
e824 OCT.I'8s 


MAY 12.08 CA.B0V.17'96 son both 


manufactur- 
ers and users of stoves 
and ranges are cogniz- 
ant of its advantages. 
The illustration here- 
with shows the Cooper 





Cooper Oven Thermometer. Oven Thermometer, a 
durable, sensitive, quick-acting indicator which has 
been on the market for more than thirty years and is 
Sooklet giving full de- 


giving universal satisfaction. 
tails of the construction and application can be ob- 
tained by addressing the Cooper Oven Thermometer 
Company, Pequabuck, Connecticut. 
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GAS BROILER PATENTED. 





Arthur W. Walker, Malden, Massachusetts, as- 
signor to Walker & Pratt Manufacturing Company, 
soston, Massachusetts, has secured United States pat- 
ent rights, under num- 
ber 1,223,647, for a gas 
broiler for stoves de- 
scribed in the following: 


In a cooking stove, the 
combination with one or 
more broiling burners of 
parallel-motion hangers sus- 
pended adjacent to the 
burners, a broiler support 
beneath the burners carried 
by the hangers at their low- 
er ends and movable up- 
ward and downward there- 
with while maintained in 
substantially horizontal po- 
sition, and means for rais- 
ing and lowering the com- 
bined hangers and _ broiler 
support and holding them 
in various positions of ele- 
vation. 























DURABLY CONSTRUCTED OVEN SHELVES 
AND BOILER RACKS. 





The original products of the United Steel and Wire 
Company, Battle Creek, Michigan, which now manu- 
factures a variety of items from wire, were oven 
shelves and broiler racks for stoves, sold direct to 
stove manufacturers. The oven shelf was of new 
design, built so that the bars would run from the 
front to the back of the oven instead of from side to 
side. All joints were welded by the electrically weld- 
ing process, thus producing a one piece shelf with a 
smooth, sliding surface and of durable construction 
capable of resisting shocks and strains over the entire 
surface. These advantages, it is said, were quickly 
appreciated, so that now the output of this line alone 
amounts to more than one million shelves a year. The 
broiler rack for stoves placed on the market at the 
same time was also of original design, being con- 
structed by the electric welding process and having a 
continuous frame. A considerable number of styles 
and designs of oven shelves and broiler racks are now 
manufactured, and the Company has also added sev- 
eral other lines, such as exhibition coops and cages 
for poultry and pet stock, shipping coops for poultry, 
milk bottle carriers for dairymen and camp grids for 
camping purposes, while a large volume of business 
is also done in special wire goods made from cus- 
tomers’ specifications. Full particulars of the oven 
shelves, broiler racks and other products can be ob- 
tained by addressing the United Wire and Steel Com- 
pany, Battle Creek, Michigan. 


AS 
OBITUARY. 


Joseph B. Parrent. 

Another member of The Old Guard has passed 
away, Joseph B. Parrent having died suddenly April 
21st, at his home in Hopkinsville, Kentucky. He 
would have been 67 years of age on July 21st. 

A peculiarly sad circumstance was the fact that Mr. 
Parrent had made all preparations to attend the Con- 
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vention of The Old Guard at Houston, Texas, where 
he was to meet again some of his many friends in 
the hardware trade—had in fact packed his trunk and 
was ready to leave when he was taken ill, but no 
one considered his sickness serious, death being alto- 
gether unexpected. He was one of the charter mem- 
bers of that famous organization of hardware sales- 





Joseph B. Parrent. 


men to the Southern hardware jobbing trade, when it 
was organized June 10, 1908, at Hot Springs, Ar- 
kansas. 

The deceased was for many years southern repre- 
sentative of the Yale & Towne Manufacturing Com- 
pany, but more recently occupied the same position 
with Sager Lock Company, North Chicago, Illinois, 
although for the past ten months he had not been in 
active work. 

3esides the widow, Mr. Parrent leaves an unmar- 
ried daughter, Miss Corrine Parrent, who lives with 
her mother at the home in Hopkinsville, Kentucky ; a 
married daughter, Mrs. W. B. Walter, Blair, Ne- 
braska, and a son, H. C. Parrent, Vice-president of 
the Hermitage Hardware Company, Nashville, Ten- 
nessee. 

Mrs. Frank B. Dunlop. 

The many friends of Frank B. Dunlop, Manager 
of the Speer Hardware Company, Fort Smith, Arkan- 
sas, will sympathize with him in the great sorrow 
which has come to him in the death of his wife on 
Monday, April 23rd at their home, 223 North Six- 
teenth Avenue, Fort Smith. 

Mrs. Dunlop had been in poor health for several 


months and her parents had been with her the last 


three weeks. She was a patient, cheerful, Christian 
woman and her lovable disposition formed for her a 
large circle of friends in her school days that she lias 
She was intensely devoted to her 
tive 


always retained. 
home and her church, in which she was an -; 
worker, so long as her health would permit. 

























1er 

















May 5, 1917. 


AMERICAN ARTISAN) AND HARDWARE RECORD 








THE WEEK'S HARDWARE 
RECORD 








_ AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
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The hardware specialty plant of Edwin Hills, Plain- 
ville, Connecticut, was burned recently with a loss of 
over $30,000. 

The American Saw and Manufacturing Company, 
Springfield, Massachusetts, are commencing work on 
a one story plant, 50x175 feet. 


The Nichols Hardware Company, Tulsa, Okla- 
homa, has been incorporated with a capital stock of 
$60,000 by Charles A. Nichols, W. F. Nichols and 
Grace L. Nichols. 


Foster, Merriam and Company, manufacturers of 
cabinet hardware at Meriden, Connecticut, have ap- 
plied for permission to increase their capital from 
$320,000 to $570,000. 


-———_—_—_———_—_--- + @-e- 


JAMES B. SHAUGHNESSY NEW SECRETARY 
AND TREASURER OF MICHIGAN 
HARDWARE COMPANY. 





Truman L. Gillett, who has served the Michigan 
Hardware Company at Grand Rapids for the past 
three years as Secretary and Treasurer, has been 


obliged to retire on account of ill health. 

At a meeting of the directors, held April 30, James 
B. Shaughnessy was elected Secretary and Treasurer. 
He will also act as Manager of Salesman. Mr. 
Shaughnessy has been identified with the hardware 
trade ever since he entered upon a business career and 
was one of the incorporators of the Company. 


_— oS 
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R. F, BELL CHOSEN SECRETARY=TREASURER 
OF TEXAS HARDWARE JOBBERS’ 
ASSOCIATION. 





The Executive Committee of the Texas Hardware 
Jobbers’ Association has appointed R. F. Bell, Hous- 
ton, Secretary-Treasurer of the Association. 

“Bob” is really the father of the organization, for 
after he had attended the 1894 Convention of the 
Southern Hardware Jobbers’ Association at Louisville, 
he started at once to “line up” the Texas jobbers, and 
he has ever since had much to do with its progress. 


2-6 


THE RETAIL HARDWARE DEALERS OF 
PITTSBURGH CHANGE DATE OF 
ELECTION OF OFFICERS. 





At the regular monthly meeting of the Pittsburgh 
Retail Hardware Dealers’ Association in the Fort Pitt 
Hotel, Pittsburgh, Friday evening, April 27th, action 
was taken on changing the by-laws to have the nom- 


Of Interest to Manufacturer, Jobber and Retailer 


ination of officers take place at the regular November 
meeting each year, and the election in December. A. 
Reed Orr of Homestead had charge of the question 
box. A supper was served about 1o P. M. 


> 





SOUL STIRRING ADDRESS OF FRANK 
BAACKES AT HOUSTON HARDWARE 
CONVENTION PUBLISHED IN 
PAMPHLET. 





The American Hardware Manufacturers’ Associa- 
tion has published in pamphlet form the wonderfully 
able and patriotic address delivered by Frank Baackes, 
Vice-President of the American Steel and Wire Com- 
pany before the joint session of the manufacturers 
and of the Southern Hardware Jobbers’ Association 
at Houston. 

It is urged that each member of these two organiza- 
tions assist in having this splendid address read and 
discussed by the largest possible number of citizens of 
the United States. Copies will be furnished at print- 
ing cost to those wishing to distribute them. Also that 
each member send to each of his Senators and Repre- 
sentatives in Congress at Washington a copy of same, 
with a personal letter requesting that a reply be made 


as to their stand in these important matters. 
cece 


RUSSIAN HARDWARE REPRESENTATIVE IN 
CHICAGO. 


Irving S. Kemp, Salesmanager of Vaughan & 
Bushnell Manufacturing Company, entertained Solo- 
mon I. Arnopolin, Petrograd, Russia, at luncheon in 
the Hardware Club of Chicago on Friday this week. 

Mr. Arnopolin is in Chicago to interest hardware 
manufacturers in Russia as a profitable export field. 
He can be reached at 1347 South Michigan Boule- 
vard, Chicago. 





«> 
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“POP”? BENNETT ENLARGES AND IMPROVES 
HIS FINE HARDWARE STORE. 


Space-saving, capacity-enlarging and time-conserva- 
tion alterations have been perfected in the Bennett 
hardware store, 115-119 East Broadway, Long Beach, 
California, where partitions have been removed or 
shifted, new systems of shelving have been adopted 
and the interior has been painted ivory white. 

“Pop” claims that his is the only white interior and 
white front hardware store in the United States. 
The effect conveyed is very pleasing to the eye and 
carries with it a sensation of quality in the goods 
displayed—one, by the way, that is not misplaced. 

The Bennett Hardware Company has been the rec- 
ognized store of hardware quality, and the leader in 
Long Beach, for ten years. It has always lived up 
to its reputation in this respect, carrying the best of 
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standard lines in stoves, ranges, cookers, builders’ 
and mechanics’ wares, garden tools and implements, 
house hardware, kitchen utensils, cutlery, ranchers’ 
supplies, paints, rubber hose and belting and the thou- 
sand and one other household necessities that are car- 
ried by a progressive hardware firm. 

The Company recently built a brick and cement 
warehouse on the rear of their store to accommodate 
the storage needs of their increasing trade. 


cece 


BUSINESS RECORD SYSTEM FOR HARDWARE 
STORES IS A GREAT ASSET. 





When W. L. Curry, a progressive retailer of Ur- 
bana, Illinois, applied to his banker for a loan, the 
latter, after inspecting Mr. Curry’s Business Record 
System, told him, “Sure you can have the money and 
more too, if you want it.” The banker’s confidence 
was inspired by the fact that the merchant knew what 
was happening in his business—he knew his costs, he 
knew how to figure profits and how to speed up his 
turnover, and with such facts he guided his business 
and determined his business policies. The Business 
Record System prepared for hardware stores by the 
Retail Service and Business System Department of 
the Associated Advertising Clubs of the World is a 
simple, practical plan, composed of four records that 
require only a few entries a day. It has been highl¥ 
commended by the best merchants in the hardware 
business as a system which is not cumbersome nor 
expensive to operate and at the same time gives all 
the specific information that the retailer requires in 
order to conduct his business in a successful manner. 
The four records comprising the system were illus- 
trated and described in detail on pages 28 to 30 of the 
March 17th issue of AMERICAN ARTISAN AND 
HARDWARE Recorp. Dealers can obtain full informa- 
tion by addressing the Associated Advertising Clubs, 
Indianapolis, Indiana. 





OE 


PATENTS AUTOMATIC PRESSURE ROLL 
RELEASE FOR CLOTHES WRINGERS. 

Rea P. Wright, Washington, D. C., assignor to 
John Francis Hemenway, New York City, has pro- 
cured United States patent rights, under numbers 
1,224,053, 1,224,054 and 1,224,055, for an automatic 
pressure roll release and two styles of combined 
strippers and pressure releases for clothes wringers, 
described in the following: 























Number _ 1,224,- 

20 1:224,053 mage 053: A clothes 

19 ~. wringer, compris- 

4 W rye oe ing a frame hav- 
22 — 9 ing pressure rolls 
hal and pressure 

23 ~*~ ~ aw —=.gs means for said 
24 —— ¥!- 7 rolls mounted 
5 = gf? therein, a top bar 

o , fixed in said frame 
2 Z 9 having. slidably 

2 2 mounted non-rota- 
oe. — table boxes at the 





ends thereof, said 
top bar having cut- 
away portions, pivoted latches mounted in the cut-away por- 
tions for holding said boxes in predetermined position within 
said top bar, levers mounted on the side bars of said frame 
having portions arranged in the path of travel of one of said 
pressure roll shafts on the separation of said rolls, said latches 
having portions arranged in the path of travel of said levers 
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for moving said latches out of engagement with said boxes for 
releasing said pressure means. 


Number 1,224,054: 
} 2 A clothes wringer 
Vn | 23 ~ yf comprising a frame 


having pressure rolls 
and pressure means 
for said rolls mount- 
ed therein, a movably 





(LA 9 47438) 77 ft 
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Lon 2 screw carrying mem- 
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screw carrying mem- 
ber in predetermined 
position, a stripper member mounted in said frame contacting 
with said retaining means on the separation,of said rolls for 


releasing said means. 
Number 1,224,055: A 
clothes wringer com- 


‘ 1,224,054 Lene 
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10 23 26 _y pressure rolls and pres- 
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o 2, rolls mounted therein, a 

M7, — 7 ‘op bar movably mount- 
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18 en, nies Serene : be : t- 
a@ stripper member pivot 

of _g ally mounted in said 

LS / io frame above the upper 

hen 2 pressure roll, and a re- 

— taining member carried 








by said stripper mem- 
ber for holding said top bar in predetermined position within 
said frame, said retaining member being moved out of engage- 
ment with said top bar on the separation of said rolls for 
releasing said pressure means. 
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FIREPLACE DAMPER A TIMELY ARTICLE 
FOR SPRING TRADE. 





The spring always brings with it a big demand for 
fireplace dampers, ash traps and other items for the 
fireplace, all of which offer good stimulus for business 
to the live retail hardware dealer. The illustration 





New Style Ratchet Damper. 


Stover’s 


herewith shows the Stover New Style Ratchet 
Damper, one of the extensive Stover line designed to 
meet this demand. It is substantially built, with a 
lever that rests just under the edge of the brick where 
it is easily reached and yet where it-is not exposed to 
view. This damper, it is said, will be preferred by 
many contractors because after it is once set in place, 
there is no further interference or necessity for build- 
ing around the lever. Householders will also appreci- 
ate it because the lever can be easily reached and ad- 
justed at any time without any danger of burning or 
soiling the hands. Full details of the entire line are 
contained in the folder of fireplace fixtures, which to- 
gether with information about other lines, such as 
stove trimmings, ice shaves, ice picks, lamp brackets, 
latches, etc., can be obtained by addressing the Stover 
Manufacturing and Engine Company, 719 East Street, 
Freeport, Illinois. 


— 
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The best ad is the one that makes people remem 
ber what it advertised instead of the ad itself. 
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FRED MUZZY SAYS THAT PRESENT FIRE 

ARMS LEGISLATION SHOULD BE ALTERED 
TO PROTECT REPUTABLE CITIZENS.* 





So many bills and ordinances are bobbing up all 
the time in the state legislatures and city councils to 
regulate the sale and use 
of fire arms that I am 
tempted to impose on your 
readers and call the atten- 
tion of all distributors of 
fire arms to the necessity 
of watching these various 
boards and of preventing 
unjust laws and ordinances 
from being enacted, for it 
is much easier to prevent 
a bill from becoming a law 
than to have it repealed, 
and so many “unworkable” fire arms restrictions have 
been imposed on the people that every distributor and 
manufacturer of fire arms should have his “ear to the 
ground,” as an ounce of prevention is worth a pound 
of cure. 

Laws and ordinances are often framed up by well- 
meaning legislators, who, imagine they are doing 
the general public a great good, but when the law or 
ordinance becomes effective, it accomplishes exactly 
the reverse of what was intended by. the—shall I say 
ignorant or inexperienced—lawmaker. 





F. E. Muzzy. 


Furthermore, there are always in every organiza- 
tion—legislature, church or secret—grafters, both 
large and small, and the legislative field is the most 
fertile for these fellows to cultivate. 





I am advised on reliable authority that in years 
gone by legislators in the staid old Commonwealth of 
Massachusetts have reaped a fat income by intro- 
ducing bills that apparently would work for the bet- 
terment of the people but which contained a hidden 
“joker,” because of which the legislators were quietly 
“bought off” from pushing their bills to enactment. 

One such legislator is reported to have been paid 
to suppress five of the bills he introduced in one ses- 
sion, and yet he was very popular with his constituents 
because of his eternal vigilance (?) watching for the 
welfare of his people, while in reality he was watching 
the welfare of his own pocketbook. 

Some twelve or fifteen years ago the fire arms 
manufacturers were called upon to raise five thou- 
sand dollars to “kill” an obnoxious bill that was pend- 
ing in the New York legislature, and it is needless 
to say the bill was “killed,” for everyone knows that 
“money talks” with the average New York politician. 
The bill referred to looked on the surface as a great 
protection to the innocent public but in reality was a 
damage to the law-abiding citizen and a benefit to the 
“thug.” 

This applies largely to the various bills written on 


*Mr. Muzzy, the author of this article, was recognized as 
one of the most successful salesmanagers and executives 
when he was engaged in the selling and manufacture of hard- 
ware. He retired several years ago because of his then fail- 


ing health; since his recovery he has kept busy looking after 
his many financial interests in Springfield, Massachusetts, 
where he lives, and in Canada. 
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the statute books of many Southern states. Many 
bills almost (and some actually do) prohibit the mer- 
chant from selling fire arms to law-abiding citizens 
but in no instance to my knowledge, do they prevent 
the buying or carrying of revolvers or pistols by the 
“hold-up man,” the “house breaker” or the “all around 
crook,” the very people the laws are supposed to regu- 
late, and the law abiding citizen who wants a fire 
arm for pleasure or self-protection and who would 
never be guilty of any unlawful or intolerable act is 
prohibited from obtaining or carrying the same. 

The criminal who wants a fire arm is able to and 
does get it, no matter where he lives or operates, and 
the laws and ordinances to the best of my knowledge 
for the so-called regulation of the sale of firearms 
have worked to the financial loss of the merchants in 
the cities and states which they cover and usually to 
the inconvenience and often loss of life and property 
of the innocent. 

Fire arms legislation is a football for ambitious 
politicians to get their names before the public as 
public benefactors, and it has been worked “to the 
limit.” 

In enacting laws and ordinances for the regulation 
of the purchase and carrying of fire arms by the indi- 
vidual, the manufacturer and the distributor should 
be consulted, for they as a class are more interested 
than anyone else to see that fire arms are not misused 
and made unpopular, as is the case today. 

Universal action should be taken to repeal the 
absurd laws and ordinances now in operation and sane, 
practical, regulations adopted and enforced. 


3 oite-49f 


Springfield, Massachusetts, April 26, 1917. 
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TRAPSHOOTING A POPULAR SPORT IN BOTH 
CITIES AND RURAL DISTRICTS. 





It is generally recognized that all classes and ages 
of people—men as well as women—require a certain 
amount of exercise, recreation and amusement in or- 
der to develop into useful.citizens. There are various 
recreations and amusements which are accessible to 
all, and while country people may think city people 
more favored in this respect and city folks may think 
the reverse, nevertheless it will be found that the 
average for both is pretty fajr. Trapshooting is an 
outdoor sport which may be efijoyed by almost every- 
one, and organizations for that purpose are found 
throughout the land—in large cities as well as in 
country districts. The sport 
amusement, excitement and is not without its element 
of skill, so that it has justly become popular. Natu- 
rally the retail hardware dealer is the logical source 
of supplies for the enthusiasts, who need guns, shells, 
targets, traps, etc. Dealers who desire to learn more 
about the possibilities in the sale of such items should 
write to E. I. du Pont de Nemours and Company, 
Department 12, Wilmington, Delaware. 


——--_-_—9-@~<- — 


combines _ pleasure, 





The fellow who has the biggest future ahead of him 
is the one who always makes it a point to do the best 


he can and then some; for it is the “some” that counts. 
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MR. KOHLMEIER MAINTAINS THAT SULLIVAN 
ANTI-REVOLVER LAW IS_ IN 
INTEREST OF PUBLIC. 


On page 28 of our April izth issue we published a 
letter from J. M. Kohlmeier, 1011 Third Avenue, New 
York City, Vice-President of the Pennsylvania and 
Atlantic Seaboard Hardware Association, in which the 
Sullivan Anti-Revolver Law was claimed to have 
prevented many crimes. 

William T. Gormley, Chicago, in his weekly article 
on hardware merchandising dissected some of the 
claims made by Mr. Kohlmeier and also considered the 
operation of the Nance Ordinance in Chicago. He 
drew from police records this fact, that in spite of 
these laws, criminals and would-be criminals are not 
in any sense prevented from securing revolvers, but 
that these laws in actual practice do prevent the law 
abiding citizen from having in his possession suitable 
means for the defense of his family, his property or 
his own life. 

In the following Mr. Kohlmeier makes reply to Mr. 
Gormley : 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

I welcomed the answer of Mr. William T. Gormley 
to my plea for a Revolver Act in every state of the 
Union. I like opposition because we, undoubtedly, 
may learn therefrom; but, as I still have the opinion | 
expressed in my letter, I deem it my duty to again 
take it up and try to go a little more into details. 

First, let me say that I do not claim the Sullivan 
Law a perfect one, although, with all the fuss made 
about it, it is still on the statute books, the courts 
declaring it legal, and as law abiding citizens, we 
accept the same. If it so happens that this law is not 
always properly enforced this is not the fault of the 
lawmakers but of the departments which are to en- 
force it. 

As to my favoring a proper law, my motives 
first to consider human life. The reason why 
Hardwareman as a rule has been indifferent is that he 
has had very little chance to make the selling of fire- 
arms a profitable enterprise. They are mostly sold in 
pawnbrokers’ shops, second-hand stores, junk shops 
Of course, some sporting goods 
[ claim 


are 
the 


and novelty stores. 
houses as well as hardware dealers sell a few. 
that the manufacturers would sell more if firearms 
were all sold through the legitimate channels. Today 
there are more second-handed than new ones sold. 

Mr. Gormley says that the man with bad intentions 
will not obey an anti-revolver law. I do not want to 
call them criminals, as often they are only foolish boys, 
as happened out West lately where two boys, under 
age, got in an argument with a saloon keeper and, if 
I am correctly informed, shot him. They were ar- 
rested and the notion dealer was fined $500.00 for 
selling them revolvers. 

The simple fact that a criminal would pay little 
attention to a law which states that he must not carry 
a. gun, as you quoted, is a little far-fetched. The au- 


thorities are there to see to it that the laws are en- 
forced and we ought to assist them in doing so. 

I am opposed to any prohibitory laws in anything, 
but I say we must have regulatory laws that the good 
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citizen will abide by, and the laws passed should be 
dictated by common sense. If our citizens paid a little 
more attention to our legislative bodies and flooded 
them with letters with our opinions, it would give 
them more satisfaction and us better laws. We are 
a growing, wonderful nation, a mixture of all kinds 
of elements, people from all over the globe. We can- 
not allow the old doctrine of “go as you please.”’ We 
must curtail some of our fancies. 

The handy revolver is too powerful to be regarded 
in the same light as the jack-knife. There are occa- 
sions when it is proper to carry a revolver and there 
a license would permit a person to carry one. I ques- 
tion that even a burglar would shoot who would have 
the first chance if the other had any. 

What benefit did the traveler have with a gun in a 
railroad robbery, or as it happened some years ago in 
Yellowstone Park where the soldier would not risk 
his hide shooting at a gang of stage robbers? 

I have watched the papers following the most piti- 
ful cases of accidental shooting, of murders that would 
have been. prevented if it were not for the folly of 
carrying concealed weapons. 

Our judges of the criminal court are in favor of the 
law, and [| think they are more able to judge as to 
the righteousness of the same than we are. If I re- 
member rightly at the passing of the Chicago ordi- 
nance a statement was made that six thousand people 
were shot in seven years, two thousand fatally. The 
first year of the Sullivan Law eight hundred twenty- 
one arrests were made for violation of that Law. The 
guns are now at the bottom of the sea, the police de- 
partment disposing of.them that way. 

In closing, let me give my idea of a proper law 
similar to such as presented at our State Legislature. 


Let us talk it over, let us be fair to everybody. We 
do not want to curtail anyone’s business only. One 
thing let us have in mind, to save human life. We 
have no right to take the law in our own hands. We 


are a free people and make the laws ourselves, through 
our representatives. This is my suggestion for the 
protection of the public: 

“Any citizen of lawful age shall be permitted to 
have in his house or carry concealed upon his person, 
after obtaining a license or permit from a magistrate 
or police authority, a loaded pistol or revolver. The 
authorized storekeeper shall keep a record for inspec- 
tion of the police or any other properly designated 
authorities, of the license number and further neces- 
sary details of every purchaser of firearms and am- 
munition.” 

Let me cite a case so as to clarify why I have in- 
cluded ammunition. A mother, demented, shot her- 
self and two children. She lived, but the children 
died. Her husband so as not to irritate her, left the 
revolver at the usual place. The ammunition he had 
takeri away, so that no harm could be done. Nothing 
to prevent her from buying, she obtained the same 
and the harm was done. Poor Mother! 

We have laws for poison to prevent accidents and 
murders and there is always a better chance of saving 
life than with a wound caused by a pistol. 

I cannot see as Mr. Gormley seems to see it. that 
it prevents reputable citizens, that actually need the 
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same, from obtaining a permit. The laws are here 
to stay. Let us change and improve on them, but 
don't let us go backwards, fool ourselves, take the law 
in our own hands, when we have the power to enact 
laws for the protection of human life. Although we 
may not be able to prevent the criminal in all cases 
from obtaining the same, if we see to it that our 
authorities are on the alert and do their duty, we will 
no more find fault with laws of that kind. 


The article from Fred Biffar on page 24 of your 
April 28th issue is also very interesting. Won't the 
gentleman kindly show me where I am working for 
the interest of the hold-up man? 

I am glad to notice through AMERICAN ARTISAN 
AND HARDWARE ReEcorp of Chicago, the item from 
the New York World, as we haven’t the time nor the 
inclination to read all of the New York papers. 

Our Mr. Wallstein either doesn’t know the facts or 
doesn’t want to know them. An investigation is made 
before a permit is issued, and that we have citizens 
that will sign anything and everything even to the 
desires of the crooks is not the fault of the judges. 
That the judges issue permits to hold-up men is not 
the fault of the law and that the gentlemen want the 
same repealed shows some wonderful logic. 

Let us get down to the facts. Show me where I 
in one instance deny the right of the citizen to obtain 


a license. Take up the wrong where it lies. As I 


stated in my last letter, this question should be prop- 
erly ventilated because it means the saving of human 
lives. : 
Very respectfully, 
J. M. KoHLMEIEr. 
New York City, April 27, 1917. 
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SAFETY SHARPENER QUICKLY PUTS KEEN 
EDGE ON KNIVES OR SCISSORS. 





Every housewife appreciates the necessity of having 
sharp, clean-cutting knives and scissors about the 
home, because these articles are in such frequent use. 
To provide an inexpensive, safe and quick means of 
putting a keen edge on knives and scissors, the Lake 
Manufacturing Company, Washington, D. C., have 
brought out the Little Wonder Safety Sharpener 
which is pictured 
herewith with a 
knife and_ scissor 
blade in position 
for sharpening. 
This device is neat 
in appearance, be- 
ing made of dur- 
able cold rolled 
steel, nickel plated 
and highly _ pol- 
ished, and can be 
kept with the 
silverware or con- 
veniently hung in the kitchen. The sharpening me- 
dium is a file made of crucible steel which slides along 
the groove in the sharpener and can be reversed or 
replaced at little expense whenever desired. Accord- 
ing to the manufacturers, the construction is such that 





Little Wonder Safety Sharpener. 
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practically all danger of injury is eliminated, and any 
one can quickly secure a sharp, uniform bevel edge 
from tip to handle. Further particulars, together 
with price list, can be obtained by addressing the Lake 
Manufacturing Company, Washington, D. C., or 3637 
Ogden Avenue, Chicago. 
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SECURES PATENTS FOR HOSE CLAMPS. 


Theodore A. Boor, Ashville, Ohio, has been granted 
United States patent rights, under numbers 1,224,062 
and 1,224,063, for two styles of hose clamps de- 
scribed herewith: 

Number 1,224,062: A hose clamp comprising a 
helical band presenting a crossing portion of a con- 
volution between the terminal ends of the band, and a 
fastening means detachably uniting the ends of the 
band, said means ranging obliquely across said portion 
of the convolution and having a bend presenting arms 
at an angle to each other. 


1,224,063 “gy 


1,224,062 





Number 1,224,063: A hose clamp presenting a 
helical spring forming a convolute elastic compres- 
sion band presenting terminal ends at opposite sides 
of an intermediate convolution and fastening means 
detachably connected to said ends and having a mem- 
ber ranging tat across the said convolution. 
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ATTRACTIVE DISPLAY BOX FOR SPRING 
JOINT WOOD RULES WITH HOOK 
ATTACHMENT. 





A short time ago the Lufkin Rule Company, Sag- 
inaw, Michigan, brought out an end hook attachment 
on the commonly used spring joint wood rule, in four 
to eight foot lengths. In order to feature these rules 
with the hook attachment so that they will sell read- 
ily, the six foot size, the most popular type, is now 
put up by the dozen 
in a compact, at- 
tractive display box 
pictured herewith. 
As can be seen, the 
box has a support- 
ing easel, and on the 
cover, hook rules 


Sorin af 
Joints « JO¢/f / 


are attached to each 
side of a large label 
which quickly 
catches the eye. The 





Display Box For Lufkin Hook Rules. 
folding hook, the manufacturers point out, is just the 
thing needed for taking measurements out of arm’s 
reach, and when not required, can be folded up and 
remains flush with the end of the rule, in no way 
interfering with its regular use. The hook rules have 
brass-plated trimmings and are durably constructed 
throughout. Dealers can obtain full particulars by 
writing to the Lufkin Rule Company, Saginaw, 
Michigan. 
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You Must Have the Goods in Stock 
If You Want to Sell Them 


By Wiii1am T. Gormtey, Chicago, Illinois 











A few days ago, I met a prominent retail hardware 
located in a rural commu- 
nity in Illinois. In a jok- 
ing way, I asked him what 
he was doing in Chicago at 
this time, and his reply was 
that he had come up to buy 
some more wire fencing— 
that he had sold four car- 
loads already this Spring 
and that he was “all out.” 
During the course of our 
conversation, he made the 
remark that although prices 
were very high—much higher than anyone had ever 
thought that it would be possible to sell such merchan- 
dise at—he had to buy, for “unless you have the stuff 


dealer whose business is 





William T. Gormley. 


in stock, you can’t sell it.” 

It so happens that this hardware dealer has made a 
decided success of his business and has done so in 
the face of some competition in his own community 
as well as against competition from outside sources, 
such as the mail order houses, etc. He started a num- 
ber of years ago at a time when very few were willing 
to say that business was good. His capital was lim- 
ited and naturally his credit was likewise, which meant 
that he could not and did not buy at the lowest whole- 
sale prices on the market. 

By careful management of his resources and close 
attention to the matter of keeping track of his stock, 
he managed, however, to turn his operating capital a 
sufficient number of times during the year at a fair 
margin to yield him a very satisfactory net profit on 
his investment and as the years went by, his business 
grew in volume. He was able to make better terms 
with those from whom he secured his supplies. He 
extended his operations to cover more lines, and today 
he conducts a real hardware department store, carry- 
ing a very comprehensive stock of tools, household 
utensils, builders’ hardware, cutlery, silverware, cut 
glass, paints, brushes, automobile accessories, washing 
machines, stoves and ranges, vacuum cleaners, etc. 

During his entire business career, covering a period 
of about twenty-five years, this hardware merchant 
has conducted his business on the same principle as 
that quoted in the foregoing—‘Unless you have the 
goods in stock, you can’t sell them.” 

While, of course, the purchasing price has always 
been an important consideration with him in placing 
orders, he has not carried it to the exaggerated degree 
which in my opinion has interfered with and hindered 
the success of altogether too many of our retail hard- 
ware dealers: He has not gone ahead on the principle 
that in order to compete with your next door neighbor 


or with some out of town competitor, it is absolutely 


necessary that the prices you pay must be at least as 
low as those paid by the others. 

On the contrary, his rule has been that it is “better 
business”. to buy in smaller quantities and more fre- 
quently, even ‘if by doing so the prices paid may be 
somewhat higher. His argument is that the extra five 
or ten percent which may sometimes be secured by 
placing a larger order is eaten up several times over 
by the smaller turnover, the shopworn appearance 
which is bound to follow the keeping of an item for a 
considerable length of time in stock, and in several 
other ways. 

Another policy which has governed his business is 
that he confines his purchases to a rather limited num- 
ber of concerns. Now that his business has achieved 
a considerable magnitude, the number of his sources 
of supply is naturally larger than it was in years gone 
by, but he adheres fairly well to the same good rule, 
his idea being that in order to make it worth while 
for a concern to stretch a point in the way of service, 
terms, etc., the buyer must of necessity place orders 
for a reasonably large amount during the course of the 
year, and this can only be done by limiting the number 
of houses from which you buy. 

One of the interesting remarks made to me by this 
merchant was one that at this particular time showed 
the fallacy—to him at least—of the doctrine which is 
held forth by certain theorists who want to “reform” 
our established methods of distribution. He said that 
it had been definitely shown that wherever an attempt 
to cut out the middleman had been made, that attempt 
had invariably resulted in making it more difficult for 
the consumer to secure what he wanted and had also 
invariably raised the price which must be paid by the 
consumer. 

This retail hardware dealer follows the principle 
that the source of supply which is most advantageous 
for the average retailer is that source from which he 
can in all cases be sure of having his orders filled. 
That is why he buys considerably more than half of 
his entire stock through the wholesale houses, confin- 
ing his purchases from manufacturers to such lines as 
present peculiar conditions. 


“f 


Chicago, April 30, 1917. 

Some retailers imagine that they must cut prices 
on goods that they advertise. On the contrary, the 
leading retailers in this country do not emphasize cut 
prices but call attention to quality first and price after- 
ward. They argue “good values for the money” 
rather than “goods given away,” and it is noticeable 
that they get the cream of the trade. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








NEAT ARRANGEMENT IN WINDOW DISPLAY 
OF FLASHLIGHTS. 


The extensive advertising campaign recently con- 
ducted to secure a better name than “Flashlight” was, 
no doubt, the deciding motive in the preparation of the 
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In this manner a very attractive background was 
obtained. 

The floor and the incline at the rear were also cov- 
ered with white muslin, as was the bottom half of the 
side wall. Thin strips of black cloth were used to 
form lanes extending from the center to the two front 








Window Display of Flashlights Awarded Honorable Mention 
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Window Display Competition. Arranged by Paul H. Kemp, El Dorado Springs, Missouri. 


neat window display pictured herewith, which re- 
ceived Honorable Mention in AMERICAN ARTISAN 
AND HarpWARE Recorp Window Display Competi- 
tion. Paul H. Kemp, El Dorado Springs, Missouri, 
who arranged this window display, contrived to make 
good use of the manufacturers’ attractive advertising 
material, and this, supplemented by his own ingenuity, 
provided an arrangement that proved quite effective 
and resultful. . 

The background of the window was covered with 
white muslin and colored with blue chalk to repre- 
sent the sky. Stars were then outlined in the heavens, 
and a flashlight at the right was pictured as throwing 
a white beam of light across the sky, in which were 
emblazoned the words “Eveready” Lights Your Way. 


corners of the window, in and about which were dis- 
played various styles of flashlights and batteries, in- 
terspersed with circulars and cards announcing the 
name contest. Where these lanes joined at the cen- 
ter, the inclined platform commenced, and on this 
were shown two large attractive cut-outs, the dominat- 
ing features of the window display. 

On top of the platform, a striking arrangement of 
three striped poles topped by globes was erected, un- 
derneath which several picture cards illustrating the 
different uses of flashlights were placed. The in- 
cline and the side of the window also evidenced a lib- 
eral use of advertising matter, and it may readily be 
assumed that many inquiries and sales were traced to 
this excellent window display. 
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NEW MODEL CREDIT FILE NOW READY. 

The new model N. C. R. Credit File which is said 
to give the greatest possible protection to merchants 
who do a credit business is ready for distribution. To- 
gether with the cash register it is claimed to provide 
a complete sales record system which materially in- 
creases the efficiency of the business. In the ac- 
companying illustration are shown two sections 
of this credit file: The section in front is open 
and is called the “daily” file, while the section in the 
back is under a locked glass lid and is called the 
“ledger” file. In the “daily” file are 12 divisions with 





New Model N. C. R. Credit File. 


pockets for the insertion of charge slips having full 
information printed by the register. Provision is made 
for credit transactions with both regular and transient 
credit customers. The “ledger” file is divided into 
compartments and labeled exactly the same as the 
“daily” file. At night, the “Charge” and “Received 
on Account” slips are taken from the front file and 
tiansferred to the rear. They are then locked up in 
a safe place, and none but the proprietor or his assist- 
ant have keys to unlock the glass lid. Booklet giving 
full details of the use of the N. C. R. Credit File can 
be obtained by addressing the National Cash Register 
Company, Department 139, Dayton, Ohio. 
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DEALER IS FULLY PROTECTED ON FREE 
TRIAL OFFER OF SAFETY RAZORS. 








For years the manufacturers of AutoStrop Safety 
Razors have replaced the razors which had been out 
on 30 days free trial, and dealers were urged to make 
sales on the “money back” basis. Then came the bold 
announcement that the AutoStrop Safety Razor Com- 
pany would guarantee dealers against all chance of 
loss if they arranged to loan the razor under the 
30 Day Free Trial Offer—all goods that are not re- 
turned or are not paid for will be replaced and this 
applies also to razors returned in poor condition; 
furthermore, should this plan of distribution result in 
overstocking, the dealer will be relieved of his over- 
stock. The merits of the AutoStrop Safety Razor, 
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which is shown in the accompanying illustration, have 
been advertised to the public, together with the Free 
Trial Offer, and hence every dealer has many pros- 
pects who will be glad to take up such an equitable 
proposition. Full particulars and also copies of the 

















AutoStrop Safety Razor. 


legal agreement that will guarantee the dealer against 
all chance of loss, can be secured by addressing the 
AutoStrop Safety Razor Company, 345 Fifth Avenue, 
New York City, or 85 Duke Street, Toronto, On- 
tario, Canada. 





HAND ELEVATORS EASILY FITTED WITH 
ELECTRIC POWER MACHINES. 





In many stores, warehouses and other establish- 
ments throughout the country, there are hand elevators 
which the 
owners would 
like to replace 
with electric 
elevators and 
thus provide 
more efficient 
service at not 
too great an 
expense. To 
fill this need, 
the Kimball 
Brothers Com- 
pany, Council 
Bluffs, Iowa, 
have brought 
out an electric 
power ma- 
chine, 
they state, can 
be easily fitted 
to any hand 
elevator, the 
illustration 
herewith 
showing their 
Number 2 Hand Elevator changed to a direct con- 
nected electric type. With this attachment, they 
state, an electric elevator can be furnished at consid- 
erably less cost than a regular electric elevator. It 
is good for any capacity up to 1,800 pounds, but for 
extra heavy work, other machines can be supplied 
which will serve for any capacity up to 40,000 











which, 








Kimball Hand Elevator Fitted With Electric 
Power Machine. 
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pounds. The Company builds, in addition, all kinds 
of passenger elevators, hand elevators and other 
styles, ranging from a dumb-waiter to a 40,000 pound 
electric lift, with all kinds of controllers, such as push 
button, full automatic, semi-automatic or mechanical 
controllers. Full particulars of any type can be ob- 
tained by addressing the Kimball Brothers Company, 
at Council Bluffs, Iowa. 





HARDWARE DEALER FINDS INCUBATORS 
WORTH FEATURING. 





It would give an adding machine plenty of exer- 
cise to total the number of items that the progressive 
hardware dealer can sell to the people of his com- 
munity—in fact, if we did attempt to tabulate the in- 
numerable opportunities open to the dealer, we might 
eventually find the adding machine begging for mercy. 


For no one will dispute the assertion that the hard- 
ware dealer’s line is about as flexible and varied as he 
cares to make it. There are hundreds of items that 
are logically within his province of sales—articles 
which the layman expects to find in the hardware 
stock, and which, if properly featured, open the way 
to good profits. 

For instance, E. Hackley who conducts a success- 
ful retail hardware business at Earl Park, Indiana, 
with a widely varied line, is cognizant of the fact that 
advertising is absolutely necessary for securing— 
not ordinary, but 
gratifying sales, of 
any group of ar- 
ticles, such as, for 
instance, incuba- 





FAVORITE INCUBATOR 





FOR PROFITS USE A GOOD INCUBATOR 


tors. Herewith is 
There are many reasons why the Favorite Incubator is best, reproduced an ad- 
“wVtuimest 4 i f j 
Bodies have two separate and distinct _ 4 vertisement Oo in- 
Nicely varnished like a piece of furnitur: i 
i fF - e cubators which ap- 
peared in a recent 
5 aaa made therometers—each one tested issue of Mr. Hack- 
Early Hatches More Profitable ‘ 
ates Prepare NOW for ibe increase of your Hock aad seewn “@ 6ley’S §6©= four - page 
be rewarded with handsome returns. f 


E. Hackley, Earl P Ind. monthly store pub- 
ey ark, j 


lication, ‘“ Hack- 
Double Column Incubator Ad in ’ ” 
“Hackley’s Store News.” ley’s Store News, 


and illustrates how the merits of the items in question 
are emphasized and impressed upon the seader. It 
can easily be seen that the advertiser does not rely 
upon the illustration and the name of the incubator, 
but cites pertinent facts that are certain to interest 
anyone who contemplates purchasing an incubator. 
Manifestly Mr. Hackley and thousands of other pro- 
gressive dealers find incubators and other items worth 
featuring—else they would not continue advertising 
so persistently and so energetically. 














PRICE ADVANCES DUE TO_ INSISTENT 
DEMAND FOR SUPPLIES. 





Trade nowadays is so adjusted as to run in well or- 
dered grooves ; that is, a jobber feels some responsibil- 
ity for reserving goods to see his customers through 
to the end of a season. This forces him to stock up 
rationally at the opening of the season and undertake 
to conserve enough goods to go around. When, 
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therefore, retailers have clamored for unusual 
amounts of goods, the holders have resisted, not from 
speculative desires, but out of their sense of obligation 
as “depot men.” Every new demand stiffens the re- 
sistance and forces prices up. It seems almost im- 
possible for holders of goods to keep them at any 
price. 

In many lines the available stocks have already 
escaped from the jobbers’ clutches—as they did long 
ago from producers—and any surplus available is in 
retailers’ hands. Of course, this is only generally true 
and subject to more or less exception in scattered in- 
stances.—Michigan Tradesman. 
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TABLE FOR FIGURING PROFITS. 








To earn 10 percent on selling price, add 11 percent 
to cost. 

To earn 15 percent on selling price, add 18 percent 
to cost. 

To earn 20 percent on selling price, add 25 percent 
to cost. 

To earn 25 percent on selling price, add 33% percent 
to cost. 

To earn 30 percent on selling price, add 43 percent 
to cost. 

To earn 33% percent on selling price, add 50 percent 
to cost. 

To earn 35 percent on selling price, add 54 percent 
to cost. 

To earn 40 percent on selling price, add 6624 percent 
to cost. 

To earn 45 percent on selling price, add 82 percent 
to cost. 

To earn 50 percent on selling price, add 100 percent 
to cost. 

COLLECTION LETTER THAT BROUGHT 

RESULTS. 


The problem of reducing the amount of slow-pay 
accounts, is of course, always a troublesome one, but 
here is a letter which the Thielman Hardware Com- 
pany, Saint Cloud, Minnesota, has sent out with good 
results: 

To Our CUSTOMERS: 

We have just entered an era with goods costing about 50 
percent more than they did a year ago. Consequently, it 
takes about 50 percent more capital to carry the same stock 
than it did in 1916. 

The jobbers and manufacturers have cut credits to a 
minimum, and on many items have taken away the cash dis- 
count. We want your business and will extend you accom- 
modations consistent with conditions. 


Knowing conditions as you do, we would appreciate it if 
you will be as liberal and as prompt as possible with your 
remittances upon receipt of statements. 

Thanking you for your past patronage and hoping for a 
continuance of same, we beg to remain, 

Yours very truly, 
THIELMAN HARDWARE COMPANY. 

You will note that the Company states the case in 
plain terms: It takes more money to run the business; 
credit terms of wholesalers and manufacturers are 
shorter; credit terms of retailer must be shorter-and 
payment of accounts by customers must be prompt. 

There is no cause for offense. In fact, the letter 
“puts it up” to the customer as a matter of fair play. 








MAIL FOR THE VIRGIN ISLANDS. 


The United States Post Office Department has an- 
nounced that hereafter all mail for the former 
Danish West Indies should be addresed to “Virgin 
Islands of the United States.” 


SWING GATE HINGE PATENTED. 





James King Rochester, Renfrew, Ontario, Canada, 
has procured United States patent rights, under num- 
ber 1,216,169, for a swing gate hinge described in the 
following: 

A hinge comprising a supporting member, a_ bracket 


provided with a recessed end embracing and slidably en- 
gaging with the said supporting member, a socketed block 


om 
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provided with a recessed upper face slidably mounted in the 
bracket, and means for moving the said socketed block to 
and from the supporting member. 


COMING CONVENTIONS. 





Western Stove Association, Chicago, May 7. A. W. Wil- 
liams, Columbus, Ohio, Secretary. 

Stove Founders’ National Defense Association, Chicago, 
May & Robert W. Sloan, Scranton, Pennsylvania, Secretary. 

National Association of Stove Manufacturers, Chicago, 
Illinois, May 9 and 10. F. L. Stephenson, Hoosick Falls, New 
York, Secretary. 

Florida Retail Hardware Association Convention and 
Exhibition, Tampa, May 8, 9 and 10. Walter Harlan, Secre- 
tary, 44 Boulevard Circle, Atlanta, Georgia. 

Master Sheet Metal Contractors’ Association of Illinois, 
Chicago, May 22. David M. Haines, 1929 West Lake Street, 
Chicago, Secretary. 

Alabama Retail Hardware Association Convention and 
Exhibition, Montgomery, May 22, 23 and 24. Walter Harlan, 
Secretary, 44 Boulevard Circle, Atlanta, Georgia. 

Metal Branch of the National Hardware Association, 
June Ist, William Penn Hotel, Pittsburgh. George A. Fern- 
ley, Philadelphia, Secretary. 

Georgia Retail Hardware Association, Macon, June 5, 6 
and 7. Walter Harlan, Secretary, 44 Boulevard Circle, At- 
lanta, Georgia. 

National Retail Hardware Dealers’ Association, St. Louis, 
June 12, 138 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12, 13, 14 and 15. Edwin L. Seabrook, Phil- 
adelphia, Secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 18. A. W. Williams, Columbus, 
Ohio, Secretary. 

Ohio Sheet Metal Contractors’ Association, Cleveland, 
June 14. W. D. Weaver, Columbus, Secretary. 

Carolinas Retail Hardware Association, Wrightsville, 
Beach, North Carolina, June 19, 20 and 21. T. W. Dixon, 
Secretary, Charlotte, North Carolina. 

American Washing Machine Manufacturers’ Association, 
June 21, 22 and 23. At Lake Harbor, Michigan. Raymond 
Marsh, Otis Building, Chicago, Secretary. 


RETAIL HARDWARE DOINGS. 





IMinois. 

The Hardware Specialty House, Chicago, has been incor- 
porated with a capital stock of $5,000 by Joseph F. Feengar- 
tan, Oscar Sternberg and Alexander Sternberg. 

owa. 

E. E. Danielson and O. N. Nelson, Albert City, are hav- 
ing built a new home for their hardware and furniture store. 

Dysart Hardware Company, Dysart, will erect a large 
addition to their store. 
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Cora Moore has bought the hardware store of A. C. Hol- 
man at Troy Mills. 

John Krell and S. A. Hays have bought an interest in the 
McCollum hardware store at Winterset. 

The Farmers’ Union Exchange, Wapello, has purchased 
the hardware stock of J. A. Handt of Columbus Junction. 

Pape and Son, Marble Rock, have bought the Maxson 
hardware store 

Michigan. 

W. D. Weaver, Wayland, has sold his stock of hardware 
to the W. Maxwell Merchandise Company, Kalamazoo, who 
are closing it out. 

A. F. Keseberg has purchased the stock of H. V. Huston 
in the Waters Hardware Company at Ludington. 

Minnesota. 

J. W. Delaney, Avoca, has sold his hardware store to 
Vogel & Johnson. 

John Carlson, Nashwauk, has retired from the Matila- 
Carlson Hardware Company. 

W. O. Shetquist has bought the interest of his partner, 
William Dreier, in the hardware business at Wilmot. 

Banks & Peterson, Chisholm, have dissolved partnership 
in the hardware business, N. Z. Peterson continuing the busi- 
ness. 

J. H. Clark has sold his hardware store at Canby to 
Albert Stenseth. 

The Harris Hardware and Lumber Company, Harris, has 
been incorporated for $50,000 by Albert O. Stark, Arthur 
Stark and Adelaide Stark. 

E. W. Hallet, Crosby, is building a brick hardware store. 

The new hardware store of Martin Marking, Rothsay. 
has opened for business. 

W. S. Finn, of Murray & Finn, Austin, has purchased an 
interest in the hardware store at Browndale. 

Alfred Johnson and Albert W. Peterson, Duluth, have 
dissolved partnership in the hardware business, Alfred John- 
son continuing the business. 

Montana. 

T. E. Bay Hardware Company, Hardin, are building a 
new hardware store. 

William Barthel and T. P. Heisler, Forsyth, will open a 
hardware store. 

Vebles Brothers of Valley City, North Dakota, have pur- 
chased the hardware store of H. J. Keezer at Livingston. 

Nebraska. 

S. J. W. Brown, Ord, has sold an interest in his hardware 
business to W. M. Gray. 

Hansen Brothers, Upland, will build a brick hardware 
store. 

Frank Hoffley, Nebraska City, will engage in the hard- 
ware business. 

I. B. Friesen, Helbey, has purchased the local hardware 
and implement business. 

North Dakota. 

P. R. Rognlie, Esmond, has sold his hardware store to 
the Esmond Hardware Company. 

Richard C. Hutchinson, La Moure, has purchased an in- 
terest in the Hutchinson Hardware Company. 

T. A. Stenehjem has retired from the hardware firm of 
Stenehjem & Huseby at Williston, and William Huseby will 
continue the business. 

R. E. Henderson has purchased the hardware business of 
James Soules at Dickinson. 

J. S. Nye has bought an interest in the Olness hardware 
business at Ryder. 


Ohio. 

The store of the Hardware Supply Company at Urbana 

was badly damaged by fire. 
Oklahoma. 

The Abbott-Brooks-Fench Hardware Company, Durant, 
was incorporated with a capital stock of $7,000 by J. D. Ab- 
bott, L. B. Abbott and Will Abbott. 

South Dakota. 

John C. Stevens and J. R. Kenyon, hardware dealers at 
Gary, have dissolved partnership. 

The hardware firm of Dwyer & Babb at Wakonda has 
dissolved partnership. 

John Dahlin and Roy Stiles, Britton, have formed a part- 
nership and will open a hardware store. 

Paul, Heberlein, Wessington Springs, has purchased an 
interest in the South Side Hardware Store. 

The Sioux Valley Hardware and Implement Company, 
Pierre, has been incorporated with a capital stock of $25,000 
by James E. Bankson, Joseph A. Olson and E. G. Peterson. 

: Tennessee. 

The Clark Hardware Company, Nashville, was incorpo- 
rated with a capital stock of $30,000 by D. W. Phillips, O. S. 
Wherry, S. G. Broley, A. D. Clark and F. M. Bass. 

Wisconsin. 

Galdabini & Rabatt, Hurley, dealers in hardware and 
furniture, will discontinue business. ; 

Leibly & Kanter, hardware dealers at Rice Lake, Wis. 
have dissolved partnership, Ed Leibly continuing the business. 

Merrill Guyant, Amherst, has purchased a hardware store. 

Tenpas Brothers, Adell, have sold their hardware store to 
Wassink & Navis. ; 

J. Tenkins has bought the hardware business of Jenkins 
and Cole at Dousman. 
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AUTOMOBILE. ACCESSORIES 
SOLD BY HARDWARE DEALERS 








MAKING THE MOST OF AUTOMOBILE 
ACCESSORIES. 





There is no doubt that auto accessories “ought to” 
prove a profitable line for the retail hardware dealer, 
and in practically all cases they not only “ought to,” 
but do sell in such numbers as to give life to the sales 
of the entire establishment. 

The “nature of the beast’—in this case the auto- 
mobile and its relations, the motorcycle and motor 
boat—is such that no matter how scientific, how mod- 
ern or how complete the construction, there are always 
conditions arising which necessitate the purchase of 
certain of the numerous supplies and accessories. 



























f Ye 
Quaker Tires |{ Socket Wrench Sets 
om The fu- 
; ture tiré All Sizes. 
will be 
made of 
shock- 
absorbing 
rubber, 
but you Special Sets for Fords. Moss- 
Y can pet berg, Allen and Walden’s Lines, 
it a am with and without rachet. 
~~ re Williams and 
nce——, 
: i. the Yichek 
4 Quaker 
Tire. 
Auto Drop-Forged 
Dept. Wrenches. 
Second Big Stock. 
' floor. AUTO DEPT. Second Floor, 
one Preston 1800. 
g-Cortes Hdwe. Co. 
Prairie and Milam, | Bering-Cortes Hdwe. Co, | 





Two Single-Column Advertisements of Automobile Accessories. 


This must not be construed a disparagement to the 
dependability of the motor-propelled vehicle of today 
—for the simple reason that it has attained an unprec- 
edented standard—but alludes to the wearing out of 
various parts in any of various ways and to the new 
needs which are constantly arising. These require- 
ments are at the present time measured by an indus- 
try which is progressing by leaps and bounds, and the 
automobile accessory business throughout the country 
is rapidly assuming huge proportions. It is a logical 
adjunct and goes hand in hand with the automobile 
industry which, as everybody knows, is experiencing 
a remarkable growth. 

Now the sale of accessories and supplies must be 
made by people who are in contact with the consumer. 
The question is, “Will this business go to the garage 
dealer or to the department store or to other sources, 
or will you make the proper effort to secure the busi- 
ness which rightfully belongs to you?” If you lay ina 
stock suitable to the needs of automobilists in your 
section of the country, and then feature the various 
items in store and window displays, in circulars, news- 


paper advertisements, etc., you will be certain to at- 
tract a good amount of trade—an amount which will 
make you wonder why you never thought of selling 
auto supplies and accessories before. 


As specimens of well-prepared advertisements of 
these items, which are absolutely essential in order to 
convince the greatest possible number of readers, we 
show herewith two single column ads, each four inches 
deep, which the Bering-Cortes Hardware Company, 
Houston, Texas, inserted in the Houston Chronicle. 
These are simple in arrangement, attractive in appear- 
ance, and follow the excellent idea of featuring one 
line at a time, one advertisement being devoted to 
tires, another to wrenches, a third to spark plugs, etc. 
Persistent advertising of this kind sends a steady 
stream of customers to the store, which, although not 
a rushing torrent, is sufficient to drown any doubts as 
to the advisability of handling automobile accessories. 


a> 
o> 


SIMPLE, EFFICIENT MECHANISM IN 
SPEEDOMETERS. 





Simplicity spells efficiency. So, in the Corbin- 
Brown Speedometer, a type of which is shown in the 
a accompanying —il- 

3U lustration, extreme 
efficiency and ac- 
curacy are gained 
by constructing it 
of a few parts that 
are big and strong 
in preference to a 
complicated mech- 
anism. The speed- 
ometer is built on 
the — centrifugal 
principle of phys- 
ics, which, it is 






Corbin-Brown Speedometer for 
Ford Cars. 


is absolutely accurate at all times, being unaffected by 
changes in temperature or by electrical influence. 
Hence the device is just as accurate whether the ther- 
mometer registers high or low, and will make an extra 
strong appeal to the owners of automobiles equipped 
with electric lighting systems, electric self-starter, etc., 
because it is immune to electrical influence. The com- 
pound governors make the speedometer particularly 
sensitive so that, the manufacturers state, it will record 
accurately as low as two miles per hour. Full details 
of its features are contained in catalog showing the 
different models, which will be sent upon request, 
by the Corbin Screw Corporation, New Britain, Con- 


said, means that it 


necticut. 
“ee 


sright lighting in a window display 1s a sure eye- 


catcher. 
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ADVERTISING CRITICISM AND 


COMMENT 


Helpful Hints for the Advertisement Writer 











An advertisement to be really effective must bring 


results, in dollars and cents, large enough to pay for 


y 


DANGER! 





A Disease 





. ’ 
Carrying Nuisance 
that's what a fly is. Dar your 
house against him. No man is 
so well supplied with worldly 
goods that he can.afford to have 
sickness in his home. Flies car- 
ry germs. One fly can do a 


mighty lot of damage, and mil- 
lions can enter your’ forme 
through a hole the size of a dime. 
SCREEN NOW: 4 

Screen Doors of best wire 
cloth on well made 
frames from $1.50 to $4. 


44 inch best wire cloth [Se 
ee eee 20c 
me on e ms = le 
a 5s = pn 23e 
a 24e 
ke Xe 
- « Ma = pr 2ic 
3S, ” ° % 29¢ 
40 ,, *9 on = Ue 
42 ‘eo 32¢ 


” ” ” 
Galvanized wire cloth at !, 
advance over the above prices. 


“Quality above and prices 
below the average.” 


J. S. RADFORD 


/KEEPOUT THE FLIES 
AND MOSQUITOES 


ing or replacing of screen doors and windows. 





modern & 





the cost of running it, be- 
sides paying a profit on the 
sales induced by it. 

For that reason, the ad- 
vertisement must be so 
constructed that it will in- 
duce people to come to the 
store and purchase the one 
or more articles offered. 

Typical of such adver- 
tisements is the specimen 
shown in the accompanying 
illustration, which is strik- 
ingly set off from the re- 
mainder of the page by the 
sketches at the top and 
bottom which merge into 
the border and give promi- 
nence to the captions con- 
tained therein. To some, it 
may seem like overdoing 
preparedness to feature 
screen doors and wire cloth 
so early in the year, but 
they must remember that 
the advance guard of the 
multitudinous fly army are 
now coming to feel out the 
lay of the land for their 
numerous brethren, and 
hence the intelligent house- 
owner will quickly respond 
to the suggestion in the ad- 
vertisement to take proper 
precautionary measures. 

Furthermore the adver- 
tisement is not untimely 
because in the spring the 
householder’s fancy lightly 
turns—not so much to 
thoughts of love, as to 
thoughts of getting his 
premises spick and span, 
in proper condition for the 
months ahead. And with 
these thoughts are natu- 
rally associated the repair- 


So long as he incorporates advertisements of this 
character in his store paper, the “Hardware Herald,” 
Mr. Radford, Newbern, Tennessee, may feel certain 
that the sales resulting therefrom will amply repay 
him for the expense incidental to its publication and 
distribution. 


Because of the limitations of stereotyping and the 





coarse texture of ordinary newspaper stock, it is not 
advisable to use halftones of a fine “screen” or elec- 
trotypes therefrom in newspaper advertising. The 
limit of screens for such work is about 85 lines, while 
on high-grade coated or enameled papers, which have 
a smooth, polished surface, halftones of as high as 
200 line screen can be used. These limitations are 
circumvented by the use of line cuts, in which a great 











L. & G’s celebrated Line 
Japanned Water Coolers. High- 
est finish, artistic colors; care- 
fully assorted and séléected. The 
finest line of Water Coolers on 
the market. Send us your order 
or write for prices and informa- 
tion. 

@B 2BE KREAPQUARTENA FOR BABDWARD 
AND SUPPLIES 


PEDEN IRON & STEELCo 


BOUSTAN AND BAN ANTONIO 











number of differ- 
ent effects may be 
produced by the 
3en Day and other 
processes of stip- 
pling or shading, 
and by the use of 
coarse screen half- 
tones. The four 
and one-half inch 
single column ad- 
vertisement shown 
herewith, which. 
the Peden Iron 
and Steel Com- 
pany, Houston and 
San Antonio, 
Texas, inserted in 
the Houston 
Chronicle, uses a 
coarse screen cut 
to illustrate the 
water coolers fea- 
tured in the ad. 
Where the illustra- 
tion is to be quite 
large and where 
the original is well 


adapted for such means of engraving, the use of these 
halftones is advisable, as halftones are the more faith- 


ful reproductions. 


But in other instances, among 


them the advertisement in question and the general 
run of small sized illustrations, it will no doubt be 
found more advantageous to use a line cut, for the 
simple reason that the coarse halftone has a dull, un- 
inviting appearance, while the strong contrasts in the 
line cut are more alluring to the eye. The advertise- 
ment otherwise leaves little to be desired: The head- 
ing tells the story immediately, and the text describes 
the line of coolers and concludes with the invitation to 


write for prices and further information. 


The nota- 


tion at the bottom about “headquarters for hardware 
and supplies” is very appropriately inserted, because 
the name of the Company is a rather unusual one for 


distributors of hardware. 
xk ok x 


Spring brings flowers—also gardening time. 



























AMERICAN ARTISAN AND HARDWARE RECORD 








HEATING AND VENTILATING 








WASTEFULNESS IN SELLING WARM AIR 
HEATING APPARATUS. 


From a traveling salesman who for years has been 
engaged in selling warm air heating apparatus in the 
western states we are in receipt of the following very 
interesting letter in which the writer points out one 
of the serious leaks in the business. This salesman 
is not “sore” because he has failed to prosper, for he 
has built up a very extensive and profitable business 
for the concern with which he is connected, and his 
complaint is one that is worthy of more than ordinary 
attention by every one engaged in the warm air heat- 
ing business—the manufacturer, the traveling sales- 
man and the local installer. 

The letter follows: 

To AMERICAN ARTISAN: 

I see considerable in the Trade Papers about the 
need of efficiency in manufacturing and selling and 
[ have often wondered if manufacturers and deal- 
ers are conscious of the great waste of time and money 
that exists in the present day in marketing furnaces. 

I have been a furnace salesman for the past twenty 
years and have covered the greater part of the West- 
ern States. 

I know the dealers, and while the majority of them 
are honest, loyal and true, yet there is a large per- 
centage of them that are quite the reverse and it is the 
attitude of these dealers that makes the price of fur- 
naces high and the marketing expensive. 

I think this is a subject that the National Warm 
Air Heating and Ventilating Association and the Na- 
tional Association of Sheet Metal Contractors should 
take up and discuss and see if some remedy could 
not be found and applied. 

I give below an outline of the experience I have 
been having for years past and the facts as stated 
cannot be successfully disputed, because they are well 
known to every furnace salesman. 

Every such salesman knows how much useless work 
he does, and deplores the fact that his time and money 
are thrown away, and the expense of it borne by his 
firm, and necessarily it must be added to the cost of 
furnaces, 

I have found great wastefulness in time and money 
in trying to sell to dealers, for the reason that the 
dealer will not keep his word. Especially is this true 
among dealers who are not regularly engaged in 
the heating business, but occasionally sell a furnace. 

On your arrival in town you ask a dealer if he has 
any prospects. He will tell you “Yes,” and if he is 
feeling real good he will take you out and introduce 
you to the prospect, but in most cases he will tell you 
Where the prospect is to be found and you hunt him up 
yourself, 





The salesman will explain his furnace to the pros- 
pect, make him a heating plan and have everything 
satisfactorily arranged. The prospect concludes that 
he can not let the work then as there are some other 
things about the building he wants to see about first, 
and promises to let the dealer know in a few days. 
Of course, the salesman has to leave town and is 


forced to leave the matter with the dealer. 
A Regular Procession. 
After this salesman has left another salesman comes 


along, and the dealer will repeat the same performance 
with him and so on until the prospect is ready to let 
his contract. He then gives the contract for his heating 
to the dealer in behalf of the last salesman who visits 
him and who is then and there on the job at the time 
the prospect makes up his mind about his heating. 

Probably ten salesmen will work on the same man 
and the time and money of the nine salesmen is utterly 
wasted. 

The dealer has created an idea in the prospect’s 
head that there is no difference in furnaces or their 
installation and the prospect is liable to buy a pipe- 
less furnace, as the same dealer, if he thinks it can be 
sold, will not hesitate to guarantee it just as strong 
as a proper heating job. 

This kind of procedure has a tendency to confuse 
the prospect and to cheapen the job, and the experi- 
enced heating men who in reality are trying to figure 
the work right and to give the prospect a good and 
economical heating plant have simply wasted their 
time and energies. 

Carelessness in Guarantee. 

There are also faults to be found with the manu- 
facturers, some of whom do not hesitate to put on, or 
give any kind, of a guarantee in order to close a sale. 
The manufacturers guarantee their furnaces for ten 
years and that would be all right if the furnace was 
properly taken care of, but the writer has never seen 
any furnace yet that was fool proof. 

I want to get every furnace dealer to sell my fur- 
naces, but if I cannot do that I would prefer that he 
sell only one furnace, whichever he may decide to 
handle. If he is loyal to another line, he will be loyal 
to me when I[ get him. 

He works in harmony with the salesman and manu- 
facturer and when they send me or any other sales- 
man to such a dealer they know their energies are not 
wasted. 

Many a dealer fools all these salesman and manu- 
facturers and is apt to handle a dozen different lines 
of furnaces. If he would stick to one line, be loyal 
and true to it, work with the salesman and manufac- 
turer, he could develop more business, get more profit 
and would receive more respect from the salesmen 
and manufacturers, even those who are unable to sell 
him. 
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The dealer who fools these salesmen regularly is 
not going to be held in much esteem, pretending to 
work with and in the interest of each one, for soon 
his policy becomes known and he is forced to pay 
more for his furnaces, receives scanter attention, and 
if this same policy is continued in the other deals he 
makes, it will ultimately result in his failure in busi- 
ness. 

Square, every-day honesty is something that this 
class of dealers ought to study up and develop, and 
if they do so it would greatly improve business con- 
ditions so far as furnaces are concerned. 

Yours Truly, 
Warm Arr HEATER SALESMAN. 
—, New York, April 27, 1917. 


We shall be glad to have installers and other sales- 
men or manufacturers of warm air heating apparatus 
write us in regard to the very important matter which 
this salesman has brought up. It is one which calls 
for serious consideration, and no doubt some remedy 
will be found for the condition which is the result of 
the bad practice to which attention has been called in 
this article. 

ssitisataeadelialinn aint 


INSTRUCTIONS FOR INSTALLATIONS OF 
WARM AIR HEATERS UNDER BUILDING 
CODE OF DAYTON, OHIO. 


Under the Building Code of Dayton, Ohio, the fol- 
lowing instructions have been issued by I’. P. Nichols, 
Chief Inspector, for the guidance of installers of warm 
air heating apparatus, in the matter of securing per- 
mits and inspection of the work: 


We wish to call your attention to the provisions of the 
Building Code of the City of Dayton which requires that heat- 
ing installations hereafter installed be inspected and tested. 
To carry out the provisions of this Code, this department will 
work under the following rules: 

No permits and no inspection will be required on furnace 
work in new buildings the building permits for which were 
issued prior to March 1, 1917. No permits will be required for 
work in old houses contracted for prior to March Ist, but 
such jobs must be listed in this office not later than April 16, 
1917. 

On all work in new houses the permits for which were 
issued after March 1, 1917, and on all work in old houses con- 
tracted after March Ist, where a new system is installed or an 
old system is remodeled, it will be necessary to file an appli- 
cation and take out a permit for this work. These application 
forms may be had by applying at our office. 

No permits will be necessary for the repair or replacing 
of any part of a furnace, boiler, piping, duct or register by a 
part of the same kind, size and design. Where additional reg- 
isters are required or where new furnaces are placed, permits 
will be required. F 

No system will be inspected and tested until after the per- 
mits shall have been taken out. 

Calls for inspection may be made to this office over the 
phone, and all calls received prior to 11:30 A. M. will be made 
in the afternoon and those received prior to 4:30 P. M. will 
be made the following morning, except that calls received Sat- 
urday forenoon will be made Monday morning, unless some 
other definite arrangement is made at the time of calling. 

The rules for the installation of all furnace work may be 
found in the printed copies of the Building Code. 

All furnace work will be tested by the following schedule 
where our Building Code requires the building to be heated to 
70 degrees in zero weather: 

Outside temperature............... 10 0 10 20 30 40 50 
Inside temperature................ 65 70 75 81 87 93 99 

No test will. be made for temperature when the outside 
temperature is above 50 degrees Fahrenheit. 

Where any work is covered up two inspections will be 
made, one when the risers are in and before the building is 
lathec. the other when the work is completed. This office 
should be called for both inspections. 
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UTICA HEATER COMPANY PRESENTS ITS 
EMPLOYES WITH LIFE INSURANCE 
POLICIES. 


One of the many pleasant instances of the cordial 
relations which exist between the employes of the 
Utica Heater Company, Utica, New York, and the 
management, is found in the fact that recently the 
Company has made arrangements to insure the lives 
of all employes who have been in its service six 
months or more, the cost being borne entirely by the 
Company and the insurance being payable in case of 
death to the person or persons designated by the 
employee. 

It is pointed out that this life insurance is abso- 
lutely without any connection with the regular com- 
pensation insurance for accidents which will continue 
in force. 

The amount of life insurance depends upon the 
length of service with the Company, beginning with 
$500.00 for six months’ service and being increased 
automatically $100.00 with each year additional until 
$1,000.00 is reached. 

A special feature of the policies provides that in 
case of total disability, the entire amount of the insur- 
ance becomes payable within one year. 





WARM AIR HEATER PATENTED. 


Under number 1,223,715, United States patent 
rights have been granted to John M. Miller, Hagers- 
town, Maryland, assignor of one half to Glenn G. 
Golling, Hagerstown, Maryland, for a warm air 
heater described in the following: 

A warm air heater 


43-40 “a embodying a jacket 

i ips “he “ having opposite lower 
: inlet openings, a regis 

Of 6 ter box above the up- 


per end of the jacket 
v and having openings in 
its opposite sides ex- 
tending to the lower 
edges thereof, opposite 
vertical channels hav- 
ing their upper ends 
attached to said sides 
of said box around the 
openings thereof and 
having their flanges 
projecting inwardly, 
said channels and box 
providing an arch-like 
structure straddling the 
jacket with the lower 
edge of the box seating upon the upper end of the jacket and 
the edges of the channel flanges secured to opposite sides of 
said jacket whereby air flowing through said channels comes 
in contact with the jacket, the lower ends of the channels com- 
municating with said inlet openings of the jacket, a hot air 
pipe rising from the upper end of the jacket within said box 
and a register fitted upon said box and the upper end of said 


pipe. 


YEAR BOOK OF HEATING ENGINEERS SHOWS 
WIDE INFLUENCE OF SOCIETY. 












































The new Year Book of the American Society of 
Heating and Ventilating Engineers which has just 
been published shows a material increase in the mem- 
bership during the past year. 

The members are listed in alphabetical order, with 
the year of their admission and their present business, 
and asterisks indicate those who by presenting papers 
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at the various meetings of the Society have contrib- 
uted toward raising the standard of the profession. 

Another list is arranged according to states, and it 
is interesting to note that in 37 states the Society is 
represented by one or more members. Canada, China, 
Denmark, England, France, Italy, Japan, Norway, 
Russia, Sweden and Switzerland are the foreign coun- 
tries where there are resident members. Chapters 
have been organized ‘in Illinois; Kansas City, Mis- 
souri; Massachusetts; Michigan; New York State; 
Ohio; Eastern Pennsylvania. 

C. W. Obert is Secretary of the parent body with 
headquarters at 29 West 39th Street, New York City. 





SUGGESTIONS FOR IMPROVEMENT OF 
GALION, OHIO, WARM AIR HEATER 
INSTALLATION. 


Referring to the warm air heater problem presented 
by H. L. Seif, Galion, Ohio, on page 35 of our April 
14th issue, F. C. Herbst, 2921 South LaSalle Street, 
Chicago, makes the following suggestion: 

To AMERICAN ARTISAN : 

In reference to the problem of H. L. “Seif, Galion, 

Ohio, who submitted a plan -f a warm air heater 
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ANOTHER SUGGESTION FOR SOLUTION OF 
WARM AIR HEATER TROUBLE IN ' 
GENEVA INSTALLATION. 


On page 34 of our April 14th issue we published a 
letter from G. L. W., Brawley, California, in which a 
solution was offered for the problem presented by J. 
A. Pontius, Geneva, New York, on page 31 of our 
March 24th issue. 

The following letter has been received from Charles 
C. Cook, Williamsburg, Iowa, together with sketch 
shown herewith, in which he suggests several changes 
in the plan submitted by the California subscriber: 
To AMERICAN ARTISAN: 

In the plan that our good friend G. I’. W., Brawley, 
California, submits, I note that he has a total of 489 
square inches of warm air designated when his four 
12-inch and three 8-inch pipes should give him 598 
square inches against 508 square inches of cold air 
return. 

He also takes a direct return of cold air from the 
kitchen, and from the location of room it looks as 
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Plan of Warm Air Heater Installation that Works 
Unsatisfactorily. 
installation in your April 14th issue, as shown in the 
accompanying illustration, I would say that, of course, 
the dimensions of the casing should be 4o inches in 
diameter and 66 inches in height. 

Instead of running two cold air ducts, use only one 
with a 24-inch pipe running from a 24x32 cold air 
face in the northwest corner of the dining room. This 
will shorten the travel of the cold air some 13 feet, 
which in this case is necessary owing to the fact that 
the velocity is reduced by the friction caused in trav- 
eling the distance which you have caused it to travel 
by running the pipe from the extreme west side of 
the living room. 

I would also change the pipe and registers in the 
living room to a 10x14 register and a 10-inch pipe, as 
this is of ample size for the size room. Similar 
changes should be made in the rest of the first floor. 
It is necessary that rooms of this size be heated with 
single pipes to insure the heating capacity. 

The second floor should have two wall stacks 4x12 
on the inside walls. These may be doubled if rooms 
upstairs are so situated. This will add three more 
Pipes, which are necessary to take care of this size 
building properly. 

F. C. Hersst. 
2921 South LaSalle Street, Chicago, April 28, 1917. 
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Arrangement of Pipes and Registers for Warm Air Heater 
Installation in Geneva House. 

though it would interfere with the stairway leading 

to the basement. 

Convenience in location is an important feature of 
installation when it does not retard the efficiency ot 
the heating plant. A kitchen return is also likely to 
be odorous. 

Providing the basement is 7% feet deep or deeper. 
the sketch shown herewith furnishes a lay out for an 
installation that will work satisfactorily. 

Some of the risers, etc., could be enlarged to con 
siderable advantage on a new installation, but as the 
plant is already installed, the few changes suggested 
will make the best out of a bad job, which is what our 
brother wants, I take it. 

You know I enjoy these privileges of getting the 
different boys’ ideas, and we all learn from one an 
other, which all goes for the general good of the 
cause. 

Yours truly, 
Cuartes C. Cook. 

Williamsburg, Iowa, April 27, 1917. 

ao 

Are your ads showing results? Do they accom- 
plish what you expect of them? If not, send in sev- 
eral specimens, and this publication will be pleased to 
review them and offer helpful suggestions. 
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RAISING STANDARD OF WARM AIR HEATING. 


At the recent meeting of the Midland Club in Chi- 
cago, R. W. Menk, of the Excelsior Steel Furnace 
Company, Chicago, read the following interesting and 
instructive paper on rating and installing of warm air 


heating apparatus: 
Raising Standard of Warm Air Heating. 

in these times of extremely high prices it is the duty of 
everyone to live in an economical manner. The subject of 
economy in Warm Air Heating is therefore an appropri- 
ate one. 

Much has been said and written along these lines. It 
however has so many phases and angles that to cover them 
in close detail would require too much time. I will endeavor 
to suggest a few ideas which, to my mind, are important and 
require the atteption of all furnace manufacturers. 

The increase in the efficiency of the house heating in the 
last twenty-five or thirty years has not kept pace with many 
other lines. We have added a few features here and there 
but no very radical changes have been introduced. This is 
not so in the power world. There are systems today wherein 
you may take a power boiler of standard construction and 
can develop 300 to 400 percent above its normal rating. 

The furnace of today gives in a measure fairly good re- 
sults. The difference of a ton or two of coal (although 
with the thousands of heating systems installed that means 
thousands of wasted dollars) does not materially affect the 
average consumer provided he keeps his house warm. 

There is room, however, for very extensive improve- 
ment. I think it was Thomas Edison who said that there 
would be a time when we would draw a train of cars from 
Chicago to New York on the energy of a ton of coal and I 
believe it will come true. In fact it will almost have to come 
true if the prices of fuel continue to rise. The coal operators 
state they see no possibility of a decline in prices. 

Outside of a few progressive manufacturers there has 
been very little done in the way of getting exact and definite 
data on just what the present day warm air heater is capable 
of doing in the generating of heat. The manufacturers who 
have spent their time and money have also been generous in 
disclosing the things they have discovered. They have also 
been the successful and conservative people who have helped 
bring the warm air system to its present stage. But there 
are many manufacturers who think their heaters do not need 
these tests and who believe them capable of doing very much 
more than what conservative tests prove. Some of the state- 
ments and ratings made by them are ridiculous. (Pardon 
me for the statement but I feel there are many here who will 
agree with me.) I will eliminate all technical data and pre- 
sent a few thoughts along practical lines. 

Room for Much Improvement. 

There is no doubt that furnaces for burning soft coal 
having air blasts and slotted fire pots can be much improved. 
Have you ever realized the amount of pressure there is in a 
fire pot of fuel—both downward and to the sides of the fire 
pot? The fuel and ashes afford considerable resistance to 
the air admitted to the furnace. This is where the slotted 
fire pot has produced its efficiency in allowing air to rise and 
ignite the gases as they leave the fuel bed. These slots how- 
ever become filled at times and with soft coal there is a 
stage when this fuel swells and stops off these air passages. 
In my estimation all fire pots for hard and soft coal should 
have very much deener and wider corrugations or pockets 
to overcome this condition. 

A heating engineer recently stated (and gave some data 
to support his views) that the adding of wings and flanges 
to various parts of the heater was a detriment rather than 
an advantage. 

We have been able to produce greater efficiency and to 
secure increased velocity by adding wings and flanges. If 
one inch is the proper thickness of a fire pot for durability 
and efficiency, every added inch in wings or flanges will pro- 
duce latent heat, which, for illustration, will be the same as 
the latent heat in a quantity of water in a steam boiler below 
the boiling point. Therefore, if vou add wings and flanges 
sufficient to equal in weight a fire pot 2 inches thick you 
increase in proportion the latent heat which lowers the tem- 
perature of the pot and naturally reduces the velocity of the 
air. However, if you extend flues on the sides of the heater 
of a tubular type, up to a certain temperature, wherein the 
rays of heat are not excessively strong, the air within the 
casing will increase in temperature and naturally in velocity. 
In this case, heavy castings prove satisfactory. But from a 
noint of economy in construction as well as efficiency, if the 
fire pot was % of an inch thick and a sufficient number of 
wings are added to bring same up to the standard, we believe 
this construction the most economical. Take some wood 
fire pot pattern in your plant and have it turned down and 
the weight you take off converted into wings; produce a cast- 
ing therefrom and make the test. 
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Forcing the Draft. 

Another matter which will stand investigation is that of 
forced draft which should be produced noiselessly in the 
flue by means of a type of fan or ventilator. 

There is a system of burning coal known as Down Drait 
which at the present time is being given much recognition as 
well as receiving some ridicule from the inexperienced. It 
is bound to become a factor with the present high prices of 
fuel, and it behooves the manufacturer to keep up to date by 
extending his product along this line. Its chief advantage is 
gained in burning soft coal. However very good results have 
also been produced with hard coal. ,The tremendous losses by 
condensation of the gases are practically overcome which 
makes a substantial saving in the cost of heating. I can 
cite jobs where the fuel bills have been reduced from 50 tc 
75 percent without a single change in installation. 

As far back as 1854 a Mr. Walker was granted a patent 
for a Down Draft furnace. Today his dreams are being 
realized. During all these years hundreds have devoted their 
best efforts toward producing a successful marketable heater. 
When the first Down Draft boiler came upon the market it 
did not take other boiler manufacturers long to realize its 
merits. They quickly put their engineers to work producing 
boilers on this principle. Today, after only a few years, 
almost every boiler manufacturer is making a boiler of this 
design. It behooves the furnace manufacturer to get busy 
and do likewise. 

The chief reason that furnaces of this design have not 
been on the market is that the intense heat generated burned 
out the fire pots and the flues through which it was conducted. 
It required many vears to produce a construction which would 
overcome this great barrier. The Down Draft furnace has 
advantages over the present Down Draft boiler construction 
through eliminating the double grates, requiring less atten- 
tion and less frequent firing periods. 

Many people assume that the grate is put to very hard 
usage. This is not the case, however, as it only supports the 
fuel. It should even last longer than any other types as no 
air passes through them and any live coals or ashes falling 
into the ashpit immediately die for the want of air. 

Of this type of heater it may be truthfully said that 

It accomplishes an important saving in fuel. 

It produces no black soot or smoke to deposit on sur: 
rounding buildings. 

It converts smoke and soot into heat units and delivers 
same to the rooms. 

It permits the use of the cheapest class of soft coal, 

It delivers a more uniform heat than is possible with 
other constructions. 

Proper Rating of Heaters. 

Ratings should also have careful consideration. I believe 
that there is only one practical way to rate furnaces and that 
is by the square inches of warm air capacity. But I also 
think we should go one step further and savy so many inches 
at 20 below zero and so on and also give ratings using inside 
air as well as outside. This would also make it easy for the 
installer in the various parts of the country to quickly deter- 
mine what heater is best suited for his territory. At this 
point I wish to raise the question as to how some manufac- 
turers place the high ratings they do on the types of heater 
which they manufacture. 

I respectfully refer you to the Technical Bulletin pre- 
pared by the Iowa State College of Agriculture and Mechanic 
Arts which advocates the method of rating of furnaces in- 
dicated. 

The matter of installation is a vital question and methods 
and ideas are so varied that with all that has been said and 
done, we are still very far apart. While in St. Paul in Feb- 
ruary I was talking to an elderly lady who stated she had a 
furnace and in asking her how she liked it she replied, “Oh 
it is fine! I cook my coffee on the kitchen register.” An- 
other lady stated she could always heat the house better on 
wash day. On questioning her, she said she did not know 
why, but that the basement got very warm and that her hus- 
band had made a wire clothes rack around the furnace for 
her to dry the clothes on. 

Poor Installations Handicap Business. 

This installation proposition is a problem. Go into this 
or anv other city and make a canvass of the homes and you 
will find your product installed under conditions that wil! 
make your heart ache and then think of the waste in fuel 
and the discomferts these people endure. Observe as you 
pass these homes on vour wav to and from your office and 
see the chimney conditions which are deplorable for this da) 
and age. Whose fault is it? 

The subject of installation has been discussed and writ- 
ten about over and over and I am going to give you a few 
more “overs.” I do not believe there is a furnace sales- 
man here who has not made the statement that he would 
rather have a cheap furnace properly installed than the most 
scientific one poorlv put in. Of course, we can all look back 
and see mistakes that have been made (which has also oc- 
curred in other lines), but that does not excuse us from 
allowing dealers to continue making them. 
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Most installation instructions advise to set the heater 
as near the center of the house as possible and to face same 
towards the direction of the wind. 

I say: face the heater so as to take as few runs off the 
front as possible and give the runs to the coldest side of the 
house the preference. This is particularly true in low base- 
ments. Hundreds of basements are hotter than the rooms 
above. This is not always from a lack of cold air supply. 
The man who installs a job often puts in two or three re- 
turns which frequently are connected to casings on opposite 
sides. To bring them into one shoe is best, but in cases 
where this cannot be done there must be a dividing strip ex- 
tended from ashpit to casing as high as the shoes, so that the 
air from one duct cannot have any influence on the other. 
They are affected especially in cold and windy weather and 
if you know of a job that is a good one and should be pro- 
ducing better results try the method indicated. 

Saving By Using Double Stacks. 


There are still many people who think there is no advan- 
tage in installing Double Wall Pipe. There is positively a 
20 percent saving. The worst objection to Warm Air Heat- 
ing is the dust and dirt. You can talk about gasless, sootless, 
smokeless furnaces and deep cup joints and registers pro- 
ducing no streaks but if there is a time when I want to show 
a 1776 spirit it is when I find furnace manufacturers’ sales- 
men and installers knocking other furnaces. Tighten up 
your casings and furnace fronts. See that the openings 
where the stacks and stackheads for baseboard registers pass 
through floors are closed tight. Insist on the cold air returns 
being tight. Take off the register face on any stack that 
shows streaks of dirt and dust and you will find an opening 
between the floor or plaster where the dirt is being sucked 
up from the basement. On baseboard registers this is es- 
pecially true. Frequently you can drop your pocket knife 
between the stackhead and the floor and can plainly see into 
the basement. Do you think that the dust which is allowed 
to leak into the casing and cold air returns would be accom- 
modating enough to come through a register at a 60 degree 
angle and turn right straight back and deposit the dirt and 
dust immediately above the register? It is about time the 
public investigated this dirt and dust question. Insist on 
every casing ring being banded with a strip of asbestos and 
the side rails of the cast fronts also. All joints in the cold 
and warm air pipes, especially where passing through coal 
bins, should be closed. 

When these things are done you will also have better 
circulation. You cannot expect to draw air from rooms with 
cold air returns full of leaks, any more than you would 
expect to create a vacuum in a receptacle full of holes. It 
isn’t the fault of the leaky furnace, it’s the way it is in- 
stalled. Another practice frequently found in these days is 
the use of spaces between joists for cold air ducts. While 
this cannot be called good practice it will work satisfactorily 
in many cases if the spaces are made tight. As a usual thing 
in present day construction double floors are placed on the 
first floor. This rough floor frequently is not laid very tight 
and unless the spaces between the joists are lined they allow 
air to leak into the duct. Also where the metal is nailed to 
the lower side of the joists, strips of asbestos or rough papet 
should be put between joists and metal as a gasket, and 
when you consider the amount of work required to do this 
it is cheaper to put in a square or round metal duct. 

In alluding to installations of this character I do not 
want you to get the impression that there are no good installa- 
tions. There are thousands of them, and I believe the average 
installer does better work today than ever before. I think 
the manufacturer is greatly in error who sells his furnaces 
to any one regardless of his ability to properly install them. 
In the last three weeks I have come in contact with several 
jobs wherein the furnaces originally figured would have been 
too small and fortunately was able to have the specifications 
corrected. One was a case of a dealer in one of the suburbs 
who had had very little experience and who had obtained a 
price from one of the manufacturers on Lake Street. By 
getting the contractor, prospective owner and the dealer to- 
gether I was able to have one size larger heater installed. 
I caused another party to cancel his contract on three flats 
wherein he had planned to use too small furnaces. I could 
name dozens of other similar cases. 

Credit Given to Trade Journals for Educational Work on 
Installation. 


Mr. Furnace Manufacturer, vou have a duty to perform 
in seeing that vour product is sold, installed and operated to 
the best advantage. The credit for better work in Warm Air 
Heating belongs to two sources, the manufacturers who have 
published correct data and spread it broadcast among the 
trade and architects, and the Trade Journals. They too have 
surely done their part to raise the standard of this method 
of heating in every way possible, and every phase of Warm 
Air Heating has received recognition from them. Everyone 
connected with the furnace industry should subscribe for at 
least two or three of these journals. 

There never has been a time in the history of heating 
that the opportunities were so good to give Warm Air Heat- 
ing the right kind of a boost and the manufacturers who are 
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not in harmony with these associations or assisting in any 
way in promoting better installations from which they are 
receiving benefit ought to be ashamed of themselves. 

The use of electric fans for economy is going to be a 
factor in furnace heating in the future. There has been 
some question as to their efficiency for house heating pur- 
poses. Take this idea home with you and try it. In the 
cold air duct place a common disc fan not to exceed 3 or 
4 inches back from the casing line. Have a reasonable fire 
sufficient to thoroughly warm the castings. Note the tem- 
perature on the thermometer in the room and turn on the 
current; go back in ten or fifteen minutes and you will have 
a surprising result. If two ducts are connected with the 
casing a different connection is required. 

Educate Traveling Salesmen. 

Manufacturers have also shown a lack of attention in the 
production of a satisfactory instruction card. This is of vital 
importance and should be made very broad and it might be 
advisable to place same in a frame and cover it with a 
glass, which in the most cases would be preserved other than 
being destroyed or never posted in the furnace room. 

Manufacturers should educate their salesmen with ret- 
erence to correct installation and instruct them to use their 
best efforts in suggesting the best way of remedying defects 
found in installations in towns which they visit, so as to ad- 
vance the interests of warm air heating. They should advise 
changes when same can be made to improve the work of the 
apparatus rather than to condemn the heater in order to sell 
a new one. 

If I have given you one idea which will be the means of 
saving dollars and raising the standard of Warm Air Heat- 
ing I will feel I am repaid for my time in presenting this 
subject for -your consideration. 


NOVEL TYPE OF RADIATOR IN WARM AIR 
HEATER. 





In enumerating the features of the Forbes Warm 
Air Heater, the manufacturers direct particular atten- 
tion to the radiating manifold, shown in the illustra- 
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Radiating Manifold of Forbes Warm Air Heater. 


tion herewith, which is a novel type of radiator made 
exclusively of cast iron. This construction, they say, 
will make a strong appeal to the householder because 
by the use of this manifold, the heat units that would 
otherwise be lost up the chimney are retained and 
Having no joints, the radiator is said to be 
and as each vertical flue is pro- 


utilized. 
absolutely gas tight, 
vided with solid extended rings or fins, the radiating 
surface thus provided is immense. [urthermore, all 
the cold air entering the casing must pass between the 
flues, so that large volumes of warm air are quickly 
and constantly supplied. The Forbes Booklet and 
Selling Proposition gives interesting information cov- 
ering the subject in detail, and copies may be secured 
by addressing the Tubular Heating and Ventilating 
Company, 228 Quarry Street, Philadelphia. 
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PRACTICAL HELPS FOR THE 
TINSMITH 

















PATTERNS FOR A GRAIN CHUTE ELBOW, 


BY O. W. KOTHE. 
Pipe men find that the heel of elbows in grain ele- 


The patterns are laid out the same as for an ordi- 
nary elbow, especially the first end pieces, while the 
throat “B” is only a half pattern of a full elbow piece. 
The pocket formed by their square return is laid out 





































































vators wear out in a surprisingly short time. This by picking the stretchout from the half circle and plac- 
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Development of Patterns for Grain Chute Elbow. 


has been overcome by making an elbow that will form 
a pocket which always holds some grain. Then the 
action of the traveling grain will have no effect on 
the metal but will glide over the grain itself. Where 
these are not made square but form an angle, little 
off-set angles can be riveted on the edge to hold the 
grain, which, however, must not be high enough to 
obstruct its passage. 





ing it as 4-7 in pattern “C.”". Then draw your stretch- 
out lines, and from points in miter lines, drop points 
into pattern. In this way you establish points 7’-6’- 
5’, etc., also 7”-6”-5”-4”. The triangle for this pat- 
tern is reproduced from the elevation “C.” As this 
part will be flat no special pattern other than as shown 
by the cut in elevation would be required. Seams and 


edges for riveting must be allowed on all patterns. 
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SPLENDID PROGRAM FOR THE NATIONAL 


CONVENTION OF SHEET METAL 
CONTRACTORS. 


From the following program which has been ar- 
ranged by the Committee in charge for the Annual 
Convention of the National and the Ohio Sheet Metal 
Contractors’ Associations, it will be seen that matters 
of exeeptional interest will be discussed by men who 
are thoroughly qualified to speak on their respective 
subjects; also that there will be plenty of opportunity 


for enjoyment and fun: 

Tuesday, June 12. 

9:30 A. M.—Meeting of Trustees. 

Registration and distribution of badges 
Mezzanine floor, Hollenden Hotel. 

2:00 P. M.—Meeting called to order in Assembly Hall, Hol- 
lenden Hotel by H. H. Lind, Chairman Con- 
vention Committee. 

Song—“‘America,’....George R. Stran, Leader 
Address of Welcome—Honorable Harry L. 
Davis, Mayor. 
Introduction and Response—George 
National President, Peoria, Illinois. 
Reports of Officers. 
Report of Legislation 
Stechow, Chairman. 
Address: “Intensified Trade School Training.” 
O. W. Kothe, St. Louis, Missouri. 
. M.—Smoker and “Get-together” Meeting, Assembly 
Hall, Hollenden Hotel. 
Wednesday, June 13. 
M.—Report of Lecture Committee, Frank B. Hiller, 
Chairman. 
Report of Fire Prevention Committee. 
de Coningh, Chairman. 
Report of Apprenticeship Committee, Otto E. 
Cluss, Chairman. 
Address: “Vocational Training.” Frank L. 
Glynn, Madison, Wisconsin. 


on 


Harms, 


Committee—F. W. 


Fred 


Paper: “The Business Side of Industrial Edu- 
cation.” E. A. Scott, New York City. 
2:30 P. M.—Automobile Ride. 
Automobiles will be in waiting at Hollenden 
Hotel. Ride to the Log Cabin in Euclid 
Beach Park, where Entertainment Committee 
will be in charge. 
Thursday, June 14. 
Ohio Day. 
9:30 A. M.—Frank Hoersting, President Ohio Sheet Metal 
Contractors’ Association, presiding. 
Report of Board of Directors on Legislation 
beneficial to Sheet Metal. 
Report of Committees. ° 
Address: “Selling Contracts.” D. K. Swarth- 
out. 
Routine business. 
2:30 P. M.—Report of Committees. 


Address: “Vocational Training as Applied to 
the Sheet Metal Trade in New York City.” 
James R. McAfee, New York City. 

Moving pictures, showing operations in the 
manufacture of sheets and tin plate. D. M. 
Buck, Metallurgical Engineer, American 
Sheet & Tin Plate Company. 

Question Box. 

Election of Ohio State Officers. 

Next Convention City. 

8:15 P. M.—High class entertainment and popular dance for 
delegates and friends, Assembly Hall, Hol- 
lenden Hotel. 

Friday, June 15. 

9:30 A. M.—Report of Warm Air Furnace Committee, John 
H. Hussie, Chairman. 

Report of Trade Relations and Policy Com- 
mittee, Edwin L. Seabrook, Chairman. 

Report of Overhead Expense Committee, Louis 
Luckhardt, Chairman. 

Report of Trade Development 
George F. Thesmacher, Chairman. 

Routine business. 

Election of National Officers. 

Next Convention City. 

Song. 


Committee, 


Ladies’ Program. 
Tuesday, June i2. 
2:30 P. M.—Introduction meeting on Mezzanine floor, Hol- 
lenden Hotel, Ladies’ Committee in charge. 
Mrs. H. H. Lind, Chairman. 
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8:15 P. M.—Theater Party, Hippodrome Theater. 
Wednesday, June 13. 

A. M.—Meet on Mezzanine floor, Hotel Hollenden. 

A. M.—Shopping tour through principal stores. 


9 :30 
10 :00 


12:00 M. —Luncheon, Halle Brothers Company. 
2:30 P. M.—Automobile Ride. Automobiles will be in wait- 
ing in front of Hollenden Hotel. 
Thursday, June 14. 
2:30 P. M.—Picture Show, etc., Assembly Hall, Hollenden 
Hotel. 
8:15 P. M.—Entertainment and popular dancing, Assembly 


Hall, Hollenden Hotel. 
Refreshments. 


~.-@-~o- 
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EXCELLENT PROGRAM FOR CONVENTION 
OF ILLINOIS SHEET METAL 
CONTRACTORS. 





The program which is now being completed for 
the Fourth Annual Convention of Illinois Sheet Metal 
Contractors, Tuesday, May 22nd, in the Auditorium 
Hotel, Chicago, will be of exceptionally high order, 
judging from the following features which have been 
definitely arranged for: 

Frank L. Glynn, Secretary of the State Board of 
Industrial Education of Wisconsin, will speak on 
“Democratic Education.” Mr. Glynn will be remem- 
bered for his splendid address at Peoria during the 
1916 National Convention. 

Charles Smith, Chicago, the veteran authority on 
warm air heaters, will discuss the question, “What 
Makes a Warm Air Heater Efficient?” 

O. M. 
cess operating a general jobbing sheet metal shop, 
will demonstrate “Costs and Overhead for a General 
Shop.” 


“Liability Insurance” will be discussed by B. F. 


sales, Chicago, who has made a decided suc- 


Ellis, Chicago, recognized as one of the highest au- 
thorities on this subject. 

At noon a recess of about an hour wiil be taken and 
luncheon will be served in an adjoining room to mem- 
bers and visiting contractors who have registered. 

At the banquet Honorable 
Marcus Kavanagh, Judge of the Superior Court of 
Cook County and Colonel of the famous Seventh IIli- 


in the evening, the 


nois Regiment during the Spanish War, will be the 
guest of honor and will deliver a patriotic address. 
-e-- 


MELLOR & HAMBURGER IS NEW FIRM OF 
DISTRIBUTORS OF BERGER SHEET 
METAL BUILDING MATERIALS. 


A. D. Mellor and A. Hamburger, formerly Man- 
ager Contract Department and Chief Engineer, re- 
spectively, for the National Fire Proofing Company, 
New York City, have resigned their positions and 
have opened offices at 103 Park Avenue, New York 
City, under the name of Mellor & Hamburger, to 
market the sheet metal building materials of the 
Berger Manufacturing Company, Canton, Ohio, re- 
quiring engineering services. Both are well known in 
the concrete and reinforcing steel business in the 
East. They will make lump-sum bids for Berger's 
metal lumber, and corrugated steel cores, metal lath 
and reinforcing bars required for long span floors, 
and prepare complete detail drawings for use in the 
field, and will also furnish specifications and quota- 
tions for waterproofings, damp-proofings, concrete 
floor hardeners and technical paints. 











40 


SHEET METAL CONTRACTORS OF CHICAGO 
HEAR THAT COMMITTEE ON LICENSE 
IS MAKING PROGRESS. 

At the semi-monthly meeting of the Allied Sheet 
Metal Contractors’ Association of Chicago, which was 
held Tuesday evening, May first, at the Hardware 
Club, the Committee appointed by President D. M. 
Haines to confer with a similar committee from the 
Chicago Sheet Metal Contractors’ Association, usually 
referred to as “Number One,” on the matter of the 
proposed License Ordinance, reported through John 
Peterkin, its Chairman, that a meeting of the two 
committees had been held Friday afternoon, April 
27th, and that a number of the more important fea- 
tures of the proposition had been discussed at con- 
siderable length, with the result that a better under- 
standing had been arrived at as to how the contrac- 
tors could derive the greatest possible benefits from 
the Ordinance, so long as they would be required by 
the City to take out a license and to pay for same. 

The Committee was instructed to remain in force 
and to confer further with the “Number One’ Com- 
mittee and with such of the city and state officials as 
would naturally be interested in the matter. 

Upon motion, A. George Pedersen, Editor of 
AMERICAN ARTISAN, was added to the membership of 
the Committee. 

There was a good attendance at the meeting and a 
number of short remarks were made—all of them em- 
phasizing the fact that so long as the City was going 
to exact a license fee, it was up to the contractors to 
see that they received something more than a slip of 
paper showing that they had paid to the City Collector 
ten or fifty dollars, whatever the amount might be; 
that they were properly represented on the Board of 
Examiners so that incompetent and unreliable men 
might be kept from defrauding the public with poor 
work and thereby place the entire trade in bad repute. 

At the next regular meeting, Tuesday, May 15th, 
the Committee will make a further report, and at that 
time delegates and alternates will also be chosen for 
the National Convention at Cleveland, June 12 to 15. 


=o 
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WHAT MAKES PAINTED PORTION OF PLATE 
GLASS WINDOW CRACK? 








To AMERICAN ARTISAN: 

In a store room with southern exposure and occu- 
pied by a laundry, the lower portion of the plate glass 
windows in front is painted black, and for some rea- 
son this part of the windows has cracked crosswise 
several times. Can one of your subscribers tell us 
why? 

Yours truly; 
SUBSCRIBER. 

Chicago, May 3, 1917. 





WHO FIRST MADE CONDUCTOR PIPE IN 
10-FOOT LENGTHS ? 





In featuring their wide line of sheet metal prod- 
ucts, such as roofing, shingles, siding, conductor pipe, 
eaves trough, elbows, shoes, etc., the Berger Manu- 


AMERICAN ARTISAN AND HARDWARE RECORD 





May 5, 1917. 





facturing Company, Canton, Ohio, recall memories of 
days gone by in the query, “Who first made conductor 
pipe in 10-foot lengths?’ Of course, many “old 
timers” in the sheet metal trade can answer the ques- 
tion, but for the enlightenment of others, it is pointed 
out that in 1889, 28 years ago, the Berger Manufac- 
turing Company first brought out this product in Io- 
foot lengths, and this length is still standard today. 
The Company has had a remarkable growth in the 
30 years since its inception, and its varied sheet metal 
products are listed in Bulletin A. A. A., which can be 
obtained on application. 





WIDENING THE SCOPE OF SHEET METAL 
WORK. 





The wide-awake sheet metal contractor, ever on the 
alert for new business, will doubtlessly be interested 
in the opportunity of widening his market by adding 
sloping roof business to his present flat roof work. 
Metal shingles have many decided advantages over 
other roofings, and once laid, they last indefinitely 
with little, if any attention. They are weather tight; 
the sun cannot dry them out; snow cannot penetrate 
them ; they do not curl, split or crack, and resist fire. 
In addition to these merits, Cortright Metal Shingles, 
one style of which is pictured herewith, can be easily 
and quickly laid over 
wood shingle roof—af- 
fording ample protec- 
tion from the elements. 
According to the man- 
ufacturers, many of 
the earliest Cortright 
roofs are still intact, 
having given more than 
30 years’ satisfactory 
service. Four styles of 
these shingles are of- 
fered; and booklet de- 
scribing them in detail 
and showing how they 
increase profits can be 
secured by addressing the Cortright Metal Roofing 
Company, Philadelphia or Chicago. 





Group of Oriental Shingles. 





SHEET METAL PRODUCTS OF QUALITY. 





The quality products that every progressive sheet 
metal contractor seeks are said to be found in the 
Milcor line, comprising eaves troughs, cut offs, mitres, 
end pieces, shoes and elbows, conductor pipe, gutters, 


——, 
“—. 





Kuehn’s Korrect Korner. 


building corners, sheet metal roofing and siding, stcel 
ceilings, and similar articles. As evidence of the 


merits of these products, the statement is made that 
millions of feet of the Crimp Edge Eaves Trough are 
sold yearly and the demand is steadily increasing. 
The Milcor End Pieces have both ends and outlets 
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double seamed—not soldered—and hence, it is claimed, 


cannot leak or come apart. Likewise, the Milwaukee 
Elbows have no soldered joints, and are further de- 
scribed as being of one piece and expanding without 
preaking. Kuehn’s Korrect Korner, illustrated here- 
with, is, according to the manufacturers, their new 
one-piece mitre, which is smooth, strong and durable 
in construction. Full details of the entire Milcor line, 
together with price list, will be sent upon request, by 
the Milwaukee Corrugating Company, Milwaukee, 
Wisconsin, or the branch at Kansas City, Missouri. 


**PUNCH”’? NEEDED IN ADVERTISEMENTS OF 
MANY SHEET METAL CONTRACTORS. 





rom a study of the advertisements placed in local 
papers by sheet metal contractors throughout the coun- 


ROOFING 


METAL SKYLIGHTS, 
CORNICES, PIPING, Ete. 


‘Mohawk Valley Roofing Corporation, 


SUCCE6SORS TO 
COMMONWEALTH ROOFING CQ. 


638 Bleecker Street 








Newspaper advertisement that lacks sufficient ‘‘punch” to 
induce readers to investigate. 


try, one fact stands out pre-eminently—and this is 
that a very small percentage of these advertisements 
embody the essentials of successful advertising. To 
attract customers to your place of business you must 
do more than send them a business card, which is all 
that most of these advertisements amount to—you 
must, instill confidence in their minds concerning your 
shop, your merchandise and your work, and the only 
conceivable way in which this can be accomplished is 
by the use of forceful, convincing advertising copy. 

We feel certain that our desire to point out the 
proper and resultful method will not be misconstrued 
by the Mohawk Valley Roofing Corporation, Utica, 
New York, whose two and one-half inch, double col- 
umn advertisement is reproduced herewith from the 
Utica Daily Press to illustrate the type of advertise- 
ments that could be made decidedly more effective by 
a few sentences of sales talk. The idea of advertising 
in itself commendable because it evidences the 
firm’s desire to seek new business, but whenever such 
a worthy move is commenced, its ultimate effect 
should not be hampered by inconsequential methods. 
Every sheet metal contractor, as well as every other 
advertiser, should always bear in mind—and this fact 
needs constant emphasis and re-iteration—that the 
reader is seldom, if ever, attracted by “business card” 
advertising ; you must give him something convincing 
to think about in the shape of well-worded sales argu- 
ments. 


is 


When you think a customer is not giving the real 
reason for postponing his buying, call all your tact 
into play to discover the true reason. 
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WRITE FOR THIS LATE CATALOG OF 
FIREPOTS AND TORCHES. 


In the catalog of the Always Reliable Firepots and 
Torches recently issued the point is again emphasized 
that these appliances are 
made of the best materials 
obtainable and are care- 
fully tested before leaving 
the factory. The different 
types are illustrated, de- 
scribed and priced, and 
among them are several 
new of gasolene 
torches, one of which is 
pictured herewith. This 
is the Number 65 type, 
fitted with the patented 
Never Leak Pump, which, 


styles 





Seuss Ria - according to the manu- 

Gasolene Torch. facturers, supplies the 
long-felt want for a positive needle valve shut off in 
addition to the automatic cork check; other note- 
worthy features are the patented burner that is said 
to generate gas quickly, the reservoir and bottom made 
of heavy drawn brass and reinforced on the inside, 
and the soldering iron holder. Aside from the many 
styles of firepots and torches the manufacturers make 
a complete line of plumbers’ tools, test pumps and 
plugs, mercury and air gauges, pulls, sewer cleaners, 
etc., and are always said to be in a position to make 
prompt shipments of these as well as the firepots ana 
torches. The new catalog Number 30, together with 
information about the plumbers’ tools and specialties, 
obtained from Otto Bernz, Newark, New 


can be 


Jersey. 
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PATENT FOR METALLIC SHINGLE. 


William Herbert Hall, Oshawa, Ontario, Canada, 
assignor to the Pediar People Limited, Oshawa, On- 
tario, Canada, has secured United States patent 
rights, under Number 1,218,399, for a Metallic Shingle 


described in the following: 

A metallic shingle having 
a trough shaped flange 
formed on one side with a 
ridge projecting upwardly 
above the surface of the 
shingle and having a tongue 
shaped flange on the oppo- 
site side adapted to enter 
the trough shaped flange of 
a corresponding — shingle, 
said tongue shaped flange 
having therein to 





a Fecess 


receive the ridge in the trough shaped flange and a water stop 
formed at the top of the trough shaped flange formed by 
turning upwardly a projecting portion of the flange 

~-o<o . 





AMERICAN ARTISAN GOES TO WAR. 


To AMERICAN ARTISAN: 

Please send your valuable publication to my son 
who is now serving on the United States Steamship 
“Wyoming” and says that he cannot get along with- 
out it. 

A. H. Barra. 


Lamar, Missouri, April 24, 1917. 
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AMERICAN ARTISAN WANT AD _ BRINGS 
FLOOD OF REPLIES. 


To AMERICAN ARTISAN: 

Will you please discontinue our advertisement for 
warm air heater installers. We have been completely 
swamped with answers from real mechanics from all 
over the United States. One answer was received 
before our own copy of AMERICAN ARTISAN bear- 
ing the advertisement arrived, which proves that it is 
read by live, uptodate people. 

G. W. JOHANSON. 

Sault Sainte Marie, Michigan, April 27, 1917. 





» 
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AMERICAN ARTISAN THE BEST OF 
KIND IN THE COUNTRY. 


—_—_—_—__ 


ITS 


To AMERICAN ARTISAN: 
Am glad to say that I consider your magazine to 
be the best of its sort published in this country. 


Very truly yours, 
C. FE. Erickson. 


Springfield, Massachusetts, April 30, 1917. 
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FIRE RETARDING VENTILATORS IN USE ON 
ON TALLEST OFFICE BUILDING 
IN THE WORLD. 


In the Woolworth Building in New York City, the 
gigantic skyscraper which is the tallest office building 
in the world, Star Fire Retarding Ventilators form 
part of the ventilating equipment designed to insure 
a constant supply of pure, fresh air to the multitude 
These ventilators, one of 

which is illustrated here- 
with, were specified be- 
cause of their rigid con- 
struction, great exhaust 
capacity, and fire retard- 
ing feature. Each is 
equipped with a fusible 
link tkat is said to in- 
variably melt in case of 
fire, allowing the damper 
Star Fire Retarding Ventilator. to close automatically 
and thus prevent the spread of flames upward. The 
Fire Retarding and other Star Ventilators are said 
to provide any method or system of ventilation re- 
quired in the application of stationary ventilators, 
from the smallest dwelling to the largest factory or of- 
fice building. They are made from galvanized iron 
or steel or sheet copper, with bases to fit any roof 
construction. Ventilating Booklet, giving detailed in- 
formation, will be sent upon request, by the Merchant 
and Evans Company, Philadelphia. 
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THERE IS NO SECRET FORMULA FOR 
MAKING FRIENDS. 


of rooms in the structure. 











Some people think there is a secret for making 
friends. They will tell you that you hold your friends 
‘with a charm and that you must not divulge this 
charm, for thereby it will become ineffectual and you 
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will not be able to discover another charm for the 
friends lost. 

Such talk is silly and absurd. A friendship made 
on that basis is not a friendship; it is at the best but 
little better than the charm of one animal over an- 
other. These friendships blaze for awhile; but they 
usually terminate in a sudden and inexplicable manner 
—the charm has lost its power. Intelligent people re- 
sent efforts to play upon them. 





NOTES AND QUERIES. 





Family Dish Washers. 
From G. F. Gale, Vinton, Iowa. 
Please give me the names of manufacturers of 


Family Dish Washers. 

Ans.—McFarland-Hyde Company, 2701 Fifth Ave- 
nue; Dunn Manufacturing Company, 180 North Dear- 
born Street; Kitchen Service Company, 37 West Van 
3uren Street, all in Chicago, Illinois, and Walker 
srothers Company, 228 Walton Street, Syracuse, New 
York. 

Watering Cups for Cattle. 
From William C. Brown, Beaver Falls, New York. 

Kindly advise who makes Watering Cups for Cattle. 

Ans.—S. Cheney and Son, Manlius, New York; 
Glor Brothers and Willis Manufacturing Company, 
Attica, New York, and Hunt, Helm, Ferris and Com- 
pany, Harvard, Illinois. 

Canners' Cans. 


From E. C. Jordan’s Sheet Metal Works, Ozark, Alabama. 
Will you please advise who manufactures Canners’ 


Cans? 

Ans.—American Company, 120 Broadway, 
New York City; Buhl Stamping Company, Detroit, 
Michigan; Columbia Can Company, St. Louis, Mis- 
souri; Continental Can Company, Syracuse, New 
York; Phillips & Buttorff Manufacturing Company, 
Nashville, Tennessee ; Stuber & Kuck, Peoria, Illinois, 


and U. S. Can Company, Cincinnati, Ohio. 
Electric Machines For Cooling Ice Boxes. 
From Pioneer Metal and Plumbing Company, 630 East Grand 
Avenue, Des Moines, Iowa. 
Please let me know where I can get an electric ma- 


chine for cooling ice boxes. 

Ans.—Arctic Ice Machine Company, Canton, Ohio; 
Continental Foundry and Machine Company, Fort 
Madison, Iowa; Baker Ice Machine Company, Omaha, 
Nebraska, and Vilter Manufacturing Company, Mil- 
waukee, Wisconsin. 

Crude Oi! or Kerosene Burners. 
From Grant, Stricker and Hahn, Laura, Ohio. 

Can you tell us who makes a burner to go under a 

baking oven, that will burn crude oil or kerosene? 


Ans.—Detroit Stove Company, Detroit, 


Can 


Vapor 


~ Michigan, and Vapor-Gas Burner Company, Colum- 


bus, Ohio. 
Quaker Pipeless Warm Air Heater. 
From Eugene R. Kean, Ravenna, Nebraska. 
Kindly advise who makes the Quaker Pipeless 
Warm Air Heater. 
Ans.—Quaker Manufacturing Company, 180 North 


Dearborn Street, Chicago. ‘ 
McGray Refrigerators. 
From Goedecke and Jones, Knapp, Wisconsin. 
Will you please tell us who manufactures the Mc- 
Cray Refrigerators? 
Ans.—McCray Refrigerator Company, Kendallville, 
Indiana. 
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1,223,366. Key-Guide for Keyholes. Ernest E. Brown, 
Chicago, Ill. Filed Sept. 28, 1916. 

1,223,408. Door-closer. Albert T. Loftsgaarden, Powell, 
Wyo. Filed Jan. 11, 1916. 

1,223,411. Slide-action Firearm. Webster L. Marble, 
Gladstone, Mich. Filed June 26, 1916. 

1,223,451. Door-hanger. George I*. Voight, San Fran- 
cisco, Cal. Filed July 14, 1916. 

1,223,464. Mep-clamp. Henry Andersch and John A. 
Rausch, St. Louis, Mo. Filed July 26, 1916. 

1,223,474. Case for Rural-maal Carriers. Guy Campbell, 
Creedmoor, Tex. Filed May 24, 1916. 

1,223,485. Can-opener. Robert H. Emery, Brighton, 
Iowa. Filed Apr. 17, 1916. 

1,222,525. Combined Garbage-can and Rat-trap. Harry 
Schallman, Chicago, Ill. Filed Nov. 5, 1915. 

1,223,552. Cooking and Heating Device. Edward M. 
Atkinson, Portland, Ore. Filed Mar. 9, 1916. 

1,223,555. Step for Shovels, Spades, and the Like. George 
W. Benton, Conneaut, Ohio. Filed Oct. 5, 1916. 

1,223,559. Washing-machine. Louis William Charlebois 
and Eugene Derouin, Watertown, N. Y. Filed Dec. 30, 1916. 

1,223,584. Automatic Valve for Washing-machines. 
Joseph Huebsch and Richard Roost, Milwaukee, Wis., assign- 
ors to Huebsch Manufacturing Company, Milwaukee, Wis. 

1,223,587. Ventilation Window-lock. George William 
Jordan, Cincinnati, Ohio. Filed Apr. 10, 1916. 

1,223,640. Shears Attachment. Archer Duane Sweet, 
Scranton, Pa. Filed Aug, 17, 1915. 

1,228,641. Device for Fastening Sheet Material Together. 
Carrie E. Taylor, Los Angeles, Cal. Filed Oct. 19, 1915. 

1,223,642. Domestic Press. Lawrence H. Taylor, Wichita, 
Kans. Filed May 23, 1916. 

1,223,644. Rule. Jacob W. Tripp, New York, N. Y. Filed 
Sept. 2, 1916. 
_ 1,223,669. Electrical Heating Attachment for Soldering- 
irons. John G. Clemens, Buffalo, N. Y. Filed Feb. 27, 1917. 

_,. 1,228,672. Razor-sharpening Machine. Elisha A. Conway, 

Williamsport, Pa., assignor of one-half to John E. Waltz, 
Williamsport, Pa. Filed Dec. 13, 1916. 

1,223,709. Wire-fence Stretcher. Jesse P. Mattox, Stil- 
well, Okla. Filed Aug. 15, 1916. 

_ 1,223,710. Clothes-pin. Jacob Mattson and John O’Brien, 

Virginia, Minn. Filed Sept. 23, 1915. 
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1,223,722. Combination-tool. John B. Offermann, Beaver 
Dam, Wis. Filed Dec. 30, 1916. 

1,223,753. Knife-sharpener. Elias B. Anderson, Forreston, 
Ill. Filed Aug. 2, 1916. 

1,223,760. Garbage-can. John H. Brown, Springtield, 
Mass. Filed May 6, 1916. 

1,223,768. Combination Coal and Wood Heating-stove. 
Robert F. Clark, Salt Lake City, Utah. Filed Nov. 23, 1916 

1,223,774. Washing-machine Mechanism. Herman C. 
Doman, Oshkosh, Wis. Filed Apr. 13, 1916. 

1,223,839. Egg-beater. William David Turner, Tucson, 
Ariz. Filed Aug. 21, 1914. 

1,223,856. Door-hanger. William A. Davis, Hammond, 
Ind., assignor of one-half to Doll L. Newman, Hammond, 
Ind. Filed Oct. 26, 1914. : 

1,223,873. Garbage-receptacle and Trap. Cicero W. 
Hartt, Pierson, Mich. Filed June 29, 1914, Serial No. 847,866. 

1,223,884. Butt-rest for a Fishing-rod. Hugo R. John- 
stone, Pasadena, Cal. Filed Oct. 10, 1916. 

1,223,908. Line-holder. Mathias Smolik, Pittsburgh, Pa., 
assignor, by direct and mesne assignments, to Economy Spe- 
cialties Company. Filed Aug. 19, 1916. 

1,223,923. Saw-set. Edgar Aber, St. Joseph, Mich. Filed 
May 3], 1916. 

1,223,928. Lock. Mirza H. Benson, Des Moines, Iowa, 
assignor of one-half to E. Channing Evans, Des Moines, lowa. 

1,223.974. Combined Protractor and Bevel. Alfred H. 
Helden, Kansas City, Mo. Filed June 2%, 1916. 

1,223,988. Keyless Padlock. John Karin, Koppel, Pa. 

1,223. 998. Clothes-hanger. William H. Maynard, Bur- 
lington, Vt. Filed Feb. 7, 1916. : 

1,124,007. Ice-cream Spoon. August E. Moos, Nokomis, 
Ill. Filed Dec. 13, 1916. 

1 224,009. Milk-strainer. Charles A. Niemann, Marcus, 
Iowa. Filed Dec. 20, 1916. 

1,224,011. Solder-heating Tool. James O. Parker, Lakin, 
Kans. Filed Oct. 14, 1916. 

1,224,024. Adjustable Pan for Washtubs. Elizabeth May 
Salisbury, Parkers Prairie, Minn. Filed Sept. 12, 1916. 

1,224,058. Combined Kettle and Strainer. George H. 
Zaurmann, Milwaukee, Wis. Filed Apr. 18, 1916. 

1.224.074. Trolling-spoon. Wiiliam Couper, Blacktail, 
Idaho, assignor of one-half to John ©. Glahe, Burke. Idaho. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








BASIS OF STEEL TRADE BEING FIXED FOR 
WAR OPERATIONS. 


Conferences held in Washington during the past 
week have tended to clarify the situation which the 
steel trade will assume towards war operations. The 
announcement that the Government would not arbi- 
trarily interfere with prices to be charged the Allies 
for steel was the most satisfying development of the 
sessions. A practical mobilization of the steel indus- 
try on a war footing has been accomplished by meas- 
ures of complete cooperation between the manufac- 
turers and the Government. Enlarged facilities are 
being established or recruited rapidly under federal 
direction for working up raw material into heavy 
ordnance, shells and other ammunitions of war on a 
new scale of magnitude for this country, and in lieu 
of arbitrary price fixing by the Government, it is ex- 
pected that efforts will be made to curtail the steel 
consumption in fields not directly connected with the 
war. Thus it is planned that supplies will be con- 
served and price reductions, will follow as a matter of 
course. . 

Government requirements continue to put the clamp 
on new selling of steel products for ordinary use, and 
producers are following policies that will put them in 
a position to meet not only such requirements as have 
been indicated definitely, but such as may be brought 
forth by future developments. Some makers are un- 
willing to accept any new obligations whatever from 
the private trade until it is certain that the govern- 
ment is fully provided for. 

New prices have been recorded in some finished 
steel lines and also in pig iron and semi-finished steel. 
Domestic users have paid $90.00, mill, for open 
hearth-sheet bars. Warehouse prices are being ad- 
vanced as stocks are being- depleted. 

The non-ferrous metal market during the past week 
has improved considerably, due largely to the grow- 
ing assurance that the Government purchase of metals 
for munition work will not unduly depress the market. 
Practically all the metals have advanced in price. 


STEEL. 

In Chicago, with the leading interest and the leading 
independent out of the market on steel bars, the situ- 
ation is rather narrow. The quotations vary from 
3.69 to 4 cents, Chicago mill, for delivery in two or 
three months. Some mills are rerolling steel bars 
from discards which are available for many purposes, 
and have been sold at 3.75 cents, Chicago. The market 
continues to be flooded by inquiries for steel plates, 
but most makers are unable to take on more than a 
small part of the business offered. The quotations 
appear to range from 4.69 cents to practically 7 cents, 





Chicago mill. Export demand is unusually strong and 
domestic users are also seeking larger tonnages, which 
mills are unable to furnish. The probable needs of 
the Government for ship-building purposes are keep- 
ing producers on the alert and giving the market an 
air of uncertainty which will continue until their re- 
quirements are known. Buying of structural steel has 
improved, and prices on plain material range from 
4.19 cents to prices well above 5 cents Chicago. 
Warehouses have advanced bars and shapes from 
4% to 4% cents to 4% and 5 cents, respectively, and 
plates have been advanced from 6 to 6% cents. 





COPPER. 

After a period of uncertainty, the copper market 
showed definite signs of strength during the week, all 
deliveries being quoted at least one cent higher than 
a week ago. Business, however, is not heavy and lead- 
ing producers and sellers are quoting Electrolytic 
third quarter delivery at 29 to 30 cents a pound. Spot 
and nearby copper are extremely scarce. Quotations 
for Electrolytic, on a basis-of cash, New York, are as 
follows: Prompt, 32 cents; May, 31 cents; and June, 
30 cents. Prime Lake is firm and quiet at 31 to 31% 
cents for nearby shipment, and Casting copper for 
prompt delivery is quoted at 28 to 28% cents. The 
Chicago warehouse price on sheet copper remains at 
40 cents a pound. 

TIN. 

The upward trend in the London tin market has 
resulted in corresponding advances in New York, and 
spot Straits is now quoted at 5834 to 59 cents. The 
market has been dull with consumers reluctant to pay 
the present prices and holders confident that even 
higher prices will be recorded. Chicago warehouses 
have advanced their quotations %4 cent a pound, the 
new prices being 65 cents for Pig tin:and 66 cents for 
Bar. 

LEAD. 

The leading interest has advanced the price of lead 
from 9 to 9% cents a pound, and this advance is un- 
usually significant, as it not merely denotes an ordi- 
nary revision, but implies increasing contraction of the 


metal, which because of the government’s military re- 
quirements needs to be conserved with the utmost care. 
Producers have been doing a heavy business for May 


and June delivery and the market for these positions 
it stiff. There is practically no Spot lead obtainable 


in the East, while prompt shipment in the West is 
quoted at 1o cents St. Louis; May, 9% cents; June, 
934 cents and third quarter, 9% cents. Chicago ware- 
house prices have been advanced 25 cents per hun- 
dred pounds, the new quotations being, $10.85 for 
American pig and $11.35 for Bar. 
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SOLDER. 
Chicago warehouse prices on_ solder 
quoted a week ago in AMERICAN ARTISAN, the quota- 
tions being; XXX Guaranteed, % & %, 3634 cents; 


remain as 


Commercial, 4 & 1%, 3434 cents; Number 1 Plumbers’ 


3234 cents. 


SPELTER. 

The entrance of galvanizers into the spelter market, 
who bought actively for a time, together with some 
speculative activity, caused a sharp advance in the 
price of Prime Western from 834 cents St. Louis to 
9% cents. There is considerable divergence in 
spelter values and the market is strictly a nominal 
affair. The New York spot market is unchanged at 
9% cents while third quarter is quoted at about 9% 
to 9% cents. Chicago warehouses have advanced 
their prices on spelter in slabs 1% cent, the new quota- 
tion being 10% cents a pound. 

TIN PLATE. 

War needs are causing vigorous specifications by 
packers for tin plates. Scarcely any additional ton- 
nage is available for shipment during the year, and 
no new sales have been reported in the open market 
Prices are nominal and shipments 
Chicago warehouses have ad- 





for several weeks. 
reflect improvements. 
vanced coke plates fifty cents per hundred pounds, 
the new quotation for cokes, 180 pounds, 20x28, be- 
ing $20.30. 

PRICES OF NAILS ADVANCE. 

The leading interest is not quoting any prices on 
nails but most other factories have advanced their 
price on wire nails in carload lots to $3.74, Chicago. 
For less than carload lots, wire nails are being quoted 
at $3.95 Chicago, an advance of 30 cents; and other 
wire products have advanced in the same proportion. 

SHEETS. 

In the Chicago market, demand for all grades of 
‘steel sheets continues extraordinarily heavy and in- 
sistent, and is far in excess of the supplies available. 
Large Government orders are being taken by numer- 
ous mills, and these are naturally being given prece- 
dence over all other business, thus serving to delay 
still further the deliveries to private users. Mills are 
not anxious to take on business for any definite de- 
liveries. A considerable amount of second half busi- 
ness has been carried far into the third quarter, and 
already a large part of the third quarter output has 
been contracted for. 28 gauge black sheets are quot- 
able at 6.19 to 7.44 cents; 10 gauge blue sheets at 5.94 
to 7.19 cents and galvanized sheets at 8.19 to 9.44 
cents. Warehouses have advanced prices on one pass 
cold rolled black sheets 25 cents per hundred pounds, 
the new quotations for 28 gauge being $7.25, all 
Chicago. 

OLD METALS. 

After a long period of rapidly rising prices on iron 
and steel scrap, a slight decline has been made during 
the week. The change in the market is believed to be 
only a readjustment, and underlying conditions are 


AMERICAN ARTISAN AND HARDWARE RECORD 





45 


such that a renewal of advances is expected shortly. 
Wholesale dealers’ quotations, which may be consid- 


ered nominal, are as follows: Old steel axles, $40.00 
to $41.00; old iron axles, $39.00 to $40.00; steel 


springs, $27.00 to $28.00; Number 1 wrought iron, 
$30.00 to $31.00; Number 1 cast iron, $20.00 to 
$21.00, all net tons. Prices for non-ferrous metals 
are as follows per pound: Light copper, 22 to 22% 
cents; light brass, 1234 to 1g cents; lead, 81%4 to 8% 
cents; zinc, 7 to 714 cents; cast aluminum, 35 to 3514 
cents. 


PIG IRON. 

April has seen the largest advances in pig iron that 
have been noticed in many years. The factors of 
abnormally high prices, extended deliveries on new 
purchases and renewed doubt over coal and coke sup- 
plies and costs are tending to produce greater cau- 
tion in both the buying and selling of iron. The new 
business for 1918 has consequently subsided some- 
what, while the scarcity of iron for this year has re- 
sulted in further upbidding of prices and in forcing 
buyers to reach far out beyond their accustomed zones 
of supply. In the Chicago market inquiry and buying 
of Northern foundry and malleable pig iron have been 
somewhat less than the week previous, but enough 
business is being done to make an unusually active 


market. More than one half of the production for 


first half has been sold and practically nothing is avail- 
able for last half. The quotations remain at $42.00 
furnace for last half of this year $38.00 furnace for 


first half of next year. Lake Superior Charcoal in 


small lots has been sold for this year’s delivery at 
$50.00 furnace. 


Rogers, Brown & Company's Market Report, Cin- 
cinnati, Ohio, May 4, 1917: 

Steadily advancing prices on pig iron are now taken as a 
matter of course. The marking up of quotations $2.00 a ton 
at one time, only serves to create a slight stir, even with the 
melters themselves, who apparently have been convinced that 
the end has not yet been reached. 

It hardly surprised anyone to know that Number | Lake 
Superior Charcoal has been sold this week, for prompt ship- 
ment, as high as $50.00 at furnace, the buyer evidently being 
glad to get the metal at that price. 

All kinds and grades of iron for shipment this year are 
becoming harder to obtain for shipment during that period. It 
is not generally known, but it is a fact nevertheless, that many 
foundries in the Central West will be called upon to obtain 
iron enough to run them through the remainder of the pres- 
ent year. Some of these melters are caught in this position 
due to an increase in their outputs, but the majority held back 
on account of high prices prevailing, entertaining the belief 
that there would be recessions instead of advances. The con- 
trary has proved to be true, and now no one knows when the 
end will be reached. Some Southern tron for prompt ship- 
ment has sold as high as $40.00 Birmingham basis. The ques- 
tion in the South is the same perplexing one that is encoun- 
tered in all districts, and that is, where are we going to get 
the iron to fill all requirements for the next few months. 

Standard Southern Carwheel is now quoted around $41.50 
to $42.50 Cincinnati, and lately some of this iron, has been con- 
tracted for, although the tonnage was limited 

Sales of foundry iron for first half shipment in 1918 are 
heavy, although not ahead of the average at this time of the 
year. However, the large general inquiry indicates that con- 
sumers are taking a very active interest. An increasingly 
larger number of melters are not now disposed to gamble on 
the future, and are quietly placing orders for their first half 
requirements in 1918 at the prevailing prices as quoted in dif- 
ferent markets. Basic is more active, with two inquiries in 
this territory for last quarter shipment in this year, deliveries 
extending through the first quarter of next year. Northern 
Foundry has been advanced to $42.00, [ronton, for this year’s 
shipment and there is now a prospect that this will be the 
minimum price for the first half of next year within a very 
short time. 
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METALS. = - LEAD. $10 8s AUGERS. BEATERS. 
oer 2 SAL BS [Bering Machine.......0.00es+20. 70%, |Carbet Per doz, 
National (White) brands (in less | Irwin's... .......+seeeeeerees 50% | | No. 13 Tinned Spring Wire...$ 0 90 
_—_ | than 100 fb. lots), per Ib........11¢ | (Carpenter 1 eee 70% | 4 —— coppered. 1 = 
| chest. | No. 10 Preston............. 

PIG IRON. "Pull coils........ per 1001be.$11 50 | ne Eee. Per doz, 
eee in| eee Te eee OID... 75 & 5% | ae 50 Imp. Dover......... $0 75 
Northern Pdy., No. 2.... 41 00- 42 00 | ALUMINUM Stearns, No. 3.......-..0+5+ 60 | No os cs mA pt a 7. 
Souther Gray Porge’...."37 50. 38 $0 |Carload lote. No. 10 Heavy hotel tinned.. 2 10 

. ee Par we. 2 - 2. + 38 - hey No. 1 Pure Ingot...... per lb. me | ‘Post Hole. | so. 4 a oo 4 
em i 5- 51 5 | Sheete.......+- eteseee < “ “ ‘ 
Malleable.............. 41 00- 42 00 Digwell, 8-inch..... . “a doz.12 50; No. 18 , 4 50 

Pig tin TIN. oe poen . agp ye and a. 40% 
base beeesens CaeE c | Vaughan’s, in.. oat 2. 
FIRST QUALITY BRIGHT _ Bartin.....-.----+--  66c | | BELLOWS. 
TIN PLATES. | H ARDWARE. | Ship. DEINE 595 0S 66545506 005008 65% 
Ford's, with or without screw.. 50% | Hand. 
ened Snell’s “ 40-5% | Beinch..........4.. per doz. 7 50 
ADZES. POSER nk veenetindds 40 
Carpenters’. AWLS. Moulders’. 
Plambs...ccccccccccccccccccSi% | Brad. fe Yer eee ie 12 60 
Coopers’. No. > Hasdied.. “°° per doz. $0 45) 
o. 1 andled.... ' 95 
Bart0a's...0.00e00 soseeeeeoold | Shouldered, assorted 1 to 4, BELLS. 
|, ae 
an - 3 —~—~—~=~=~=s=SsS i rp nnn sc ncn wn nd per gro. 3 60 | Call. 
i 35% | Patent asst'd, 1'to4.. 60) 3-inch Nickeled Rotary Bell, 
‘ebeehceenaeneeeessee an tee... .. . per dos. 00 
AMMUNITION. 
Caps, Percusstos—per 1,000. | Harness. “— G 
Cokes, 180 Ibs....... 20x28 $20 30 “a | Common............ ad 95 igh Grade.............-..-. 60% 
Cokes, 200 Ibs... 10 2088 oD 80 eps RIE BOND -8P |) Tileas.........22+.- “ $9) Mentucky...........c000- 65& 10% 
os, 216ibs....... 20x28 RG RR NED cht eich deere » | 
Cokes, 270 Ibs... 1X 20x28 22 65 Musket.......... Sessecewseces 75 | Door. Per doz. 
Shells, Loaded— rf _ Departure Automatic... $6 50 
BLUE ANNEALED SHEETS. Loaded = ot Seve. pene | pesttused bee esee see a8 1 4 | 3 a Old Copper Bell 400 
ree per 100 Ibs. $6 25 um grades........... eset | 3 -in. Old Copper Beli, any . 6 00 
Bis sagueesseee per 100!bs. 6 30| Loaded with Smokeless Powder, — | 3 -in. Nickeled Steel Bell... 4 50 
| Meeps per 100 lbs. 6 35 BG. cos sccassccenes wit 34-in. Nickeled Steel Bell. 5 00 
BBincsenscesete per 100 Ibs. 6 45| ay chester: om > i pemiet To aed oa 72 00 | ee 
ai 
ONE PASS COLD ROLLED BLACK ——_- Repeater - ne gan . ‘oe No. 7 Stanley........ “ 1 9s | Hand Bells, polished....... 40&10% 
e Leader Grade....... WOREUS BROT, 6. ciccpacsoceces 40% 
No. 18-20.......... per 100 Ibs. $7 05| Black Powder................. 7 fo Nickel Plated... 112222211122730% 
ong _ ee per 100 lbs. 7 10/U. M. C. AXES. DUB iss ce tses $s .- » 40&334% 
so Epesntereecate per +4 — 7 15] Mitre CUDD.....cocccce weeeee15&5%| Bo y's Handled. aver COMUNE. 5 6ccccaacecee es 334% 
amepaeabaeamtaee oy 100 _ ; Arrow...... bbniee sees eeeeee-30%| Lippincott, 3 tb......per doz. $6 00) Miscellaneous. 
* , | New Club........ seeseecseeeeD Zo) M Marshall Falls City... *» 1, 3 08! Church and School, steel alloy... .50% 
. | | 
GALVANIZED le ee ‘ | Broad. am. Ibs... s 40 50 75 
un s—pei 1000 | MRsi0a055 190 240 355 ‘ % 
EG Sccswoeseeer per 100lbs. $8 25 Winchester P< $2 05 Plumbs, est gh ee 
Dia, BB2D. 10 ccceces per 100lbs. 8 40 9-10 gauge 1 80 ae van. Pat............4: 55 % BEVELS, TEE 
¥ Gauge.......-- Firemen’s (handled), 
No. 22-264. ..ccccees per 100i bs. 8 55 11-28 gauge....... 1 50) er doz.$!9 00 
70| Pow Each. pj pittaeeess 03 Stanley's, rosewood handle, new 
NO. 26...2.+200008 per 100ibs. 8 DuPont's Sporting, kegs.....$10 25 | Pimbs Miners’ (handled) "9 00! | list. «so areeeeeeeeees Nets 
NO. 27. ..-eeeee cece per 100lbs. 8 85 ad 1 keas oo nd Stanley’s iron handle............ Nets 
Sr per 1001bs. 9 00 o e 4k .) See 
a ‘Single Bitted (handled). 
“eee © 1001bs. 9 50 DuPont’ 8 Canisters, 1 is. sabes 56 
ee 32! Warren Silver Steel..........$10 50 BINDING, OILCLOTH 
He Smokeless drum... rs Z | + ang ore Finished... sss 10 50 Zine. 70% 
Peng | Rough Rider.....0000... 2.) GOR meg oer eee tees eee e scenes 
POLISHED SHEET STEEL. nd » eee m 2.) ernie een ape 6 oe 4 OLR 78% 
oy) Sere per atte ne ‘ an o - canisters 1 00 | BITS 
ie . . » Ext t oe : , % % 
No. 26...++--+++++" Oe iooibs, 8 10| Kegs... ............. $10 25 | Single Bitted (without handles). Auger. 
SS) es per 1001bs. 8 20)L.& R. a Extra Sporting | Warren Silver Steel......... $9 00, Extra Double Spur........ .70&107% 
er oe iprernerceeree 5 40 Warren Blue Finished. ..... 8 00 | noe ; ae and Machine... ae 
— xtra Sporting | aa ae 00 | or | 0 
TSS sancti sista sean 2 85 DONA 5 ocr xno petete ences eee 50% 
SMOOTH SHEET STEEL. L. & R Orange, Extra Sporting . a enning’s.......... —_ 
Per 100 Ibs. canisters ..........- | Double Bitted (without handles) ose ag “eal ‘ list, $22 00. 
L.&R.O traS : Steer’s z — list, 22 00. .25% 
Wood's Smooth No. 20......-+. $7 65| \ & R. Orange, Extra Sporting = ..|_ Blood’s Champion, 34 to 44 Ib tein Car.” Ea $32 00: 125% 
» No 22-24. . 7 70) L. & R. Orange, Extra Sporti ae reer per doz. : ee 8S er 50% 
“ “ No 25-26 775 - ‘- -lb. oor ss, “ne Acer — Sass ieinid'g 5a <2 4 > 30 | — 8 Ship Auger pattern a 
(eee “ ” * | extect Premier......  ° a he ea eer ee 
sg » No. 27....++++ as -< Te _ ” ; = ae | The above prices on axes of 3 to 4 Ibs. oa 7 
Pr) 2” NO, 28.sesccees 790 ee "BC Cand “Infallible’ ’ 5 [34t “ = —_ a. DC Hc nis chee eeseseeuse nese 15% 
See 11 0 44 Ibs. advance 25c. 
Hercules * C. "and “Infallible’’ oo (43 - : , _ c+ teen a | Countersink. 
sOcendrums.......-..>- 9 00 |*3 to 8. advance /9C No. 18 Wheeler's... . .per, doz. $1 80 


PATENT PLANISHED SHEET, 









Hercules ny on ond‘ ‘Infallible’’ 








|Pou 
Per 1 ‘000. 


BAGS, PAPER NAIL. 


20 


BALANCES, SPRING. 


10 
. $2 50 395 4 50 500 


POMBE sos i sisin obec wbe0s sence 20% 


BARS, 


CROW. 


| Pinch or Wedge Point, per cwt.. 


|Clothes. 


Large 


BASKETS. 


Small Willow... 
Medium “ 


\Galvanized Iron. 


Per doz 


~kegs..........-.222+.; 75 | 
IRON. Hercules ‘ RC. ** and “‘Infallible’’ 
Patent Planished Sheet Iron, H canisters ora te 00 
ercules a ifle, 
100 Ibe....- -+eeeereeers oo eee ee 3 25 
Hercules caening Rifle, 12s 
+ oO Sees 
SOLDER. Hercules Sharpshooter Rifle, 
XXX Guaranteed $ & $. “per! Ib, 363c SIN fo eck dia’ A 25} 
Commercial $ & $.....-- 344c ame ~ Rife. ee 1 50) 
« ercules seye olver, 
No. | Plumbers... ..... sane canisters. ai Sas si 56s whe 
~~ h st lier th 
op shot, sizes smaller than 
SPELTER B 25-tb. ‘bags, per bag....... 
TR TNIOUE: 6onccccc00e seechuvesee 10$c| Drop shot, B and larger sizes, 
25-tb. bags, ) | Sere 2 95 
Buck shot, 25- ot per bag 2 95. 
SHEET ZINC. Chilled shot, 25-Ib. bags, ** 3 25) 
Cask lots....... SGupseeeses eens oe ANVILS. 
Less thar Cask lots. .$22 50 to $23 00) penton, 70 to 80 Ibs...... gte per Ib 
| Trenton, 8) te 150 Bsns ce 93c per lb | 
COPPER. | ASBESTOS. 
Copper sheet, base ...ee++.+e00--40C Board and Paper.........++ 17c per lb. 





4 bu. 


$4 00 


oie 


11 
13 00 


. 1§ bu 


11 00 





No. 20 i 2 40 





American Snailhead.. “ 1 10 
o Rose “ 2 iT) 1 30 
i re <é 1 20 
Mahew’s Fiat. 2 90 
Snail...... ” 1 40 
Dowell. 
Russell Jennings........... 30&10% 
| Gimlet. 
Standard Double Cut.......... 40% 
German Pattern doz. 
ROR 
Ne Ee rer 
BNI iat in 5-96.80: 
ING os b:050.00 
Reamer. 
Jenning’s Square..... i 2 50 
Standard Square..... - 2 00 
American Octagon. . - 1 75 
Screw Driver. 
No. 7 Common..... —— 55 
No. 1 Triumph...... 1 25 
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